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r ABSTRACT

The'purpose, of this study was to develop a model for

evaluation of the Distributive Education program in Arizona.

The model included the following se-qUenced steps:

1. Identify goals, purposes,N:nd

of, the prp-gram to be evaluated and the objectives

lectives

of the evaluation.
0

2. .Develop measurement criteria anddesign

instruments to collect and measure needed data.

3. Determine a'yalid sampling techniorbe and

Collect data.

.4. Analyze data in terms of the objectives

of the' evaluation.

5. ---Deverop the report' of findings and

impliations.

.

6. Make decisions for program modification r

based upon the findings:

Questions to be'.ahswere j X the study were.:

Are we accomplishing the purpose of the

2. Is the instructional program compeyncy

based?

3. What are the current needs of the industry?

4. Are we preparing people forthe right jobs?

5. Are we teaching the_right content;to

accomplish, our objectives?
0
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6. Do we know the''needs af'today's students?.

7: What arse the job needs both short-range and-
,

long-range?

The study addressed itself to fourteenl'abjectives which

follow: - .P

1 1. Survey all Distributive Education students in the state

of Arizona to dete!-'111ine their self-concept, and this will' be

compared 4hth the self-concepts of non-vocational students.

<

2. Survey all Distributive Education students in Arizona

to determine their work-values, and these work values will be

compared witty value satigfact-tons as identified by employC/ d
.11

workers in the fi d of marketing and dislributitn.

3. All distributive Educatign studerfts in Ari2ona will

be surveyed to determine their evaluation of the current

4 s
Diitributive Education pro&ram, its objectives, and its achievements.

4. All teacher-poordinators in the state wil1,Q be surveyed

eterminb theil- evaluation of the current Distributive Education

program, its objectives, and its achievements. The two survey

will be companed to see if the perceptions of the coordinators

and the students, are the same. Anotber analysis will be run to

t determine ifthe Distributive Education program objectives in

' Ari.zona are identical" to the perceptions of thq, two groups..

S. An occupational, assessment of the'marlpeting/distributiou

cluster will be conducted. The results will be cothpar'd with the

needs --as determined by the_Deyartment of Economic Security.

6. National leaders.
49

in the field of Distributive Education
'
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will be surveyed tb determine not Only current status-but need

for.change and projections for the fut0re in organization and
4

administration of the Distributive Educatt$on program.
,

7. The objectives and okitcames'of thi DECA club program

will be carefullyCanalyzed to determine its effec.eivenessiand/or

need for modifying direction and qmphasis,
1

8." Representatives of the businesscommunity will be

surveyed for input regarding curriculum c ntent, performance 7

levels, and identification of occupations to be i eluded in the

cluster.

9. Review occupation, s in the prese t marketing clu.ter.

te10. Screen DOT to identify job ritles satisfying e

parameters of this occupational clu

11. Screen the USOE)classificatiOn s
A

additional job titles.

stem to identify.

12.- Review the identified titles with the Director o4

Marketing/Distributive Occupations at the A izona Department of

Education.

t3. Review the identified titles with a industrial advisory

committee composed. of representatives of the m.ijot occupati nal

families identified within the occupational ings 'to id ntifi a.

omissions and/or inappropriate inclusions.

14. Develop a model for operationally efining the occupational

paramefers of this cluster,..as well as identi occupations
A

which may fit within these parameters.

Instruments were selected or developed o gather the

iv
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necessary data to accomplish these fau'rteen objectives. Thb

body of the study includes the procedures, findings, and

recommendations for each of the objectives. Samples of all

instruments used to collect the necessary data are included in

the appendix of the study.
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INTWODUCT.'ION I

BACKGROUND' INFORMATION ON THE STUDY'

The Distributive Edueatioin program has been in existence

in Arizona since 1957. Since that time there have not been any

radical change's made in the content taught or in the program

organization and operation: During the same period, many changes

have occurred in_the field of marketing and distributiOnand in

the social and.business :environment. According to the October
/

1973 AVA Journal., curriculum has becol4 one of the dominant themes

in vpcatibnal education today. "Most teachers and administralsIrs

have dten soo preoccupied with resolving everyday crises tly have

tended to i norc the, demands of Curriculum development and

management," according to. an arti by Patrick Weagraff in tilt).

October 1973 issue of the A\ Journal.

With the, continued empl,lasis on performance, goals and

performance based instr.uction, it is imperative that teachers of

all vocational subjects .not` only kno4'what they'should bel teaching

but als9'be able to'defend the-time spent by their students in

the, vocational, classroom. 'This study examines "the total high

school Distributive Education program in Arizona to sec whether.

the program as now designed is meeting the weeds of those students

. , S.

who have career goals in marketing an4.distribution. It operation-

./
.

re

ally defines the occupational parameters of the marketing/distribuvioq
d

cluster and describes the "screening procedures model" whith-can
.
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be used to identify occupations which may.,fit within these

parameters.

o7

PURPOSE OF THE STUDY

Our purpose was to develop a model and to Apply this model

to a state-wide evaluation of the Distributive Education program

irtArizona. Distributive,Education cooperative programs. began

in Arizona in 1957. At that time Distributive Education was_the

only vocational education program that utilized the cooperative°

'method: National legislation in 1963 allowed,Distributive

Education pUgrams.to expand and utilize Ole pfoject plan for

training, as well as the cooperative plan. During the next few

years, many other occupational programs util ing the, cooperative

plan came )into being.. Career edualation programs are now ,being.

a implemented that recommend that all students have.work experience.

A.re-evaApation of the total Distributive Education program,.
41

he. cooperatiVe and project plans of instruction, wasincludin

needed.

Questions ansiered by this study were:-,,

1. Are we accomplishing the purpos/7 of-.the program?

Is the instructional program competency based?

3: 'What are the current needs of the industry?

...;.47 Are we preparing people for the right jobs?

5. Are we teaching the right content to accomplish our

objectives?

6. Do'we know the needs of today's students?

7. What are the job needs. both short-range and long.-range?

13



OBJECTIVES

ft

3

1. Survey all Distributive Education students in the state

of Arizona to det'gltmine their self-c'oncept; and this will be

compared with the self-concepts of nonvocational students.

2. Survey all Distributive Education studenti in Arizona,

to determine their'work values, and thq,Se work values will be

compared with value satisfactions as identified by, employed

workers in the field of marketingand distribution.

3.. AllDisfributtVe Education students in Arizona will

be surveyed to dete4mine their evaluation of the current

Distributive Education program, its objectives, and its achievements

4. All teacher-coordinators in the state will be surveyed
..0

A
to determine their evaluatipq,of the current Distributive Education

program, its objectives, and'itsachievements. The two surveys

will be compared to see f the perceptions of the Coordinators

and the students are'the same. Another analysi's will be run to

.determine if the Distributive Education program objectives in

Arizona are identical to the perceptions of the two groups.
7

'5. An occupational assessment of the marketing' /distribution

.cluster will be conducted. The results will be compared'with the

needs As determined by the Department of4,Economic Security.

6. National leaders in the field of Distributive Education

will be surveyed to determine not only current status but need

for ch'ange and projections for the future organization and

administration of the Distributive Education program
;

7. The objectives and outcomes of the DECA club program

14



will be carefully analyzed to determine its Iffectiveness and/or

need for modifying direction and emphasis.

8. Representatives of the business community will be
Y.

.

surveyed for inpueregarding curriculum content, performance

levels, and identification of occupations to be included An the

cluster.
A3

9., Review occupations in the present marketing cluster.

10. -'Scilken DOT to identify job titles satisfying the

parameters of this occupational cluster.

11. Scre

additional job

12. Review t

OE classification system to identify

identified titles with the Director of

Marketing/Distributive Occupations at the Arizona Department of

Education.

13. Review the identified titles with an industrial advisory

committee composed of representative&ff the major occupational

amilies identified within the4occupational listings to identify
,--

omissions and/or inappropriate inclusions.

14. Develop a model for operationally defining the occupational

parameters of this cluster, as well as identifying occupations

which may fit within these parameters.

As,a result of the information gathered. from the above, we

will be able to determine whether an adequate amount f time is

being spent both in instructional content and methodo ogy on

individual career, development for the students and whether we

are meeting the objectives and purposes Of the entire prbgram,

15
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as well as those of the occupational cluster.

As a result of this study, the design of the model used

will be appropriate to evaluate any vocational program in the

state of Arizbna.

5

SCOPE AND LIMITATIONS OF THE STUDY

The Population used in thestudy is limited to the

secondary Di4fributive Education program in Arizona. In most

cases a stratified sampling technique was used to insure that'all

elements of the program were represented; i. e., different
4

socio-economic levels, small communities and large metropolitan

areas, -geographic' distribution, etc. The results o.f the study

and its validity are dependent directly upon the validity of the

input of data of the'students and coordinators. Some variations

may occur because of variations in procedure and differences in

relationships between coordinators and their students. ' 4

Even though the sampling was adequate to give the study

reliability, it was difficult to get responses from the entire

sample.. Working within the constraints of the budget, it was

not possible to go into some of the depth that may have been

'desirable.

PROCEDURE

Survey instruments were developed ,Or selected to measurd

and complete the objectives has state4; For example, the objective .

to determine work values of students in Distributive Education was

measured by Super's Work Values Invelitory. (Complete information



on this inventory and how'it was administered and utilized

appears on Page.7. Although examples of 'other instruments are/

40
not attached, the procure for each was the same,as the-one detailed

and attached here. All instruments appear in the Appendix.

Procedures utilizedifer each of the objectives will be

04

included as the results of each objective are discussed in the
4

report. The evaluation Model designed to accomplish the.

objectives of the study follows in Section L.

-74
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A Survey to Determine the Woik Values
'10f Cooperative Distrillutive Education

Studepis,in Arizona
c

Statement: of Purpose

....The purpose of this survey is t determineto what extent
cooperative Distributiv,Eduction st dents in Arizona are
seleoting a career goalin marketing nd. distribution which
is in accipfd with the saitIsteactions or values they ale seeking
in wqrk.

1
Questions to Be Answered

a

)

1. To uhat:degree do cooperative Distributive
E ucation students hold the values specified in Donald
Su er's }Hark Values Inventory?

,
v ;

I
.

2. To what degrCe do occupational workers in the
field of marketing and distribution hold the values
specified in Donald Super's Work Values Inventory? .,

3. How closely do the work value's of cooperative.
, .

Distributive Education students 'correspond with 'the work

t.

values of 'tccupational,workers in their career goals
in marketing and,distribution?

. . ._

Outcomes

1. Will know specifically what cooperative
Distribmtive Education students are seeking in work.

2. Will know specifically what occupational
workers in' marketing and distributiin are seeking in
their work.

3. Will know how closely the work values of
cooperative Distributive Education students match
the work values of workers in their chosen career
goal in marketing and distribution.

Significance

This knowledge will aid the student and the coordinator
to clarify goals and to determine the appropriateness of
Distributive Education training. Knowing the work .values
which motivate cooperative Distributive Education students,
and having information concerning the values which occupational
workers in marketin and distribution are seeking, provides
an important basis or career-oriented decision making.

18
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c,
SECTION I

DISTRIBUTIVE EDUCATION
STATEWIDE PROGRAM E'VALU'ATION MODEL

S

OBJECT/IVE (Number 14)

pevelop a model for operatronall)jaefining the occupatiddal

parameters of this cluster, as. well as-identifying occupations

which may efit within these parameters.

14, Identify goals, purposes, and objectives

of the program to be evaluated and the objectives

of the evaluation.

2. Develop meas4rement criteria and design

instruments' to collect. and measure needed data. .v

-

3. Determine a. valid sampling'te,chnique and 1
7

.
d

/

.

collect data.

4. Analyze data in terms of the objectives

of the evalUation.

5. Develop the report of findings and

implications.
I.

6. Make decisions for program modification

based upon the findings.

19

0

1.4



.Distributive Education Program

Goals,
jprposes, and
Objectives

n't

I

4

Object. iv.es

of
tle 'Evaluation

;

Develop Measurement Cri,teria'to
Accomplish Objectives

Design Instruments to Collect
and Measure.Needed Data

t
Determine A Valid Sampling

Technique and
Collect Data

Analyze Data in Terms of the
Objectives of the Evaluation

Develop the Report 'of
Findings and qmplications

L

Make Decisions for
PrqgrAm Modification J3ased,

Upon the Findings 4

20
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OBJECTIVE (Number 1)

SECTION I I

4

MASUFEMENT OF,SgLF-CONCEPTS
sit °

t

1

Survey all Distributive Education students iu the state

of Wizoq to determine their self-concept, and this wiiI01 be e

i
r 1

c mpared with ithe self-concepts of non - vocational students.

(
..%44...

-1 ) I
PROCEDURE

.. \
0

, li

The self-c9ncept instibument-wa adm nistered tp)ia stratified
S

sampling of Arizona high school Dcs' ribu i'Ve Education studentS.
...4.

in Appendix)

The purpose was to investigate u1nique cYiaractexistics of

. th§e students enrolled in vocational classes. Particular

emphasis was given to ways that stude ts enrolled in vocational

0
classes were alike or different when compared to non-vocational

stud nts on the characteristics of intelligence, academic

achievement, socio-economic status, self-concept of academic

ability, self-concept of vocational ability, perceived parents'

evaluation's of academic ability, perceived friends' evaluations
r

of academic ability, perceived teachers' evaluations of academic

ability, sex, and place of residence.

FINDINGS AND ANALYSIS

The two groups, vocational Distributive Education and

21
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4

non-vocational, were'kmore similar than different. Howevegr, the

/ t

,/

only differences, that might have significant implications are
.

.
.

as `follows:.

r. In responding to the questions regarding thq%

perceived ability of' the student.to complete college,/
the .non- vocational students responded more positively.

2. The non-vocational students alSo indicated

they perceived theMsel.ve o more likely complete

edueatiA.beyond. four ye rs.of college. The

r

DistHbvtive Education vocational 'students were

less positive of this.

3. Even in the category measuring responses

to vocational abi.lity, the non-vocational° students

seemed to rely a greater degree of self-confidence:

4. The non-vocational students perceived them-

so4ves in profession roles such as doctors, lawyers,

college professors, e c. much more readily than,did

the Distributive Education vocational students. These

same non:vocational students- supported their perception
*43.

by indicating that their parents also'perceived them

in Ahis category.

Specific response

Tables. 1 and
4

2.

RECOMMENDATIONS

'o each question are provided in r

1.. The findings appear to support our program philosophy

regarding student selectidN.



a

Self- Concept
, Distributive Education Vocational

.\
I

t(Umber of Responses
di

a f b

1.

3.

4.

°5. s

10

12

74
11

78
73
83
90
41

ji

4

104'

1 1 3

104
29

108

5

7

7

7

19

6. 39 61 R 69 32

7., 115 118 w 5 3

8. )81 104 18 2

1. 64 105 31 3

2. 38 2 78 0

... 105- 1'9 0

4. '116 13 2

5. 99 23 0

6. 79 93 3,3 0

7. 45 75 \63 9

,8. 29 52 h 59 18

17. '36 87 65 13

t2. 32 81 76 13

3. 94 \ 71 27 11

4. 62 ,59 50 21

-5. 102 80 18 2

1. 20 104 76 \ 1,

2. 23 88 86 5

3. 1.54 106 31 _

4. / 42 86 .5 51 :7\

5.a 72 108 14 3

3,
1.,1
2.

21

19

93
91

'80

99
8

4

3. 57 92 44 6

4. 42 89 58 , 4 12

5. 74 102 22

e
*

0

0

0

4

4

'14
0

0

1

0

0

1

0

6

40

I

12

8

0

1

0

0

..., 5

1

0

0

2

3

0

A

* Refer to Self- Concept Inventory itn Appendix for response choices

2 3
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Table 2

Self-Concept
Non-Vocatipnal(

*

Number of Responses.,
I.

a b c d

1. 9 95 114 4 1

2. 26 78 1,16 7 1

3. 33 77 100 9 . 3

4. 100 72 37 13 3

5, 14 - 65 \---.°. 114 20 8

6. 64. - 58 52 29 21
'7. 19 145 57 3 1

8. 102 99 24 .
1 2

- 1. 91 .. 111...N 16 2 -2

2,?. . 40 '103 77 0 0

3. 112 96 16 0 0

134 73 9 0 0

5. 112 78 33 1 0

6. 78 108 .35,. 2 1

7. 37 78 89 11 5

8. -36 51 75 21 38

1. 50 100 64 8 2

2. 43 95 754 5 4

% 3. '127 62 19 .. 10 4

4. , 101 60 38 16 12
0 5. 128 77 20

.
7 , 3

I. 3S 1 .63 5 3

2. 37 9781 82 3 2

3.' 79 95 '33 6 4

4. 69 77 45 15 9

5. 97 .85 30 6 3

'1. 29 90, 88 11 .5
2. 32 81 ... 94 10 5

3. 71 103 36 6 8

4. 53 87 61 13 10
5. 87

ft

85 36 7
, 4

Refer to Self-Concept Inventory in Appendix for response choices

24
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2. The findings also indicate perhaps ,a ne-ed foNore time

spent in byilding self-confidence'Othin the DistFibutive 4ducation

student and perhaps more time spent'in planned career development.

tt.

<I`

1

0

Al



SECTION III

4

MEASUREMENT OF WORK VALUES.

"Nq

OBJECTIVE (Number 2)
/

Survey all Distributive LEducation.secondary students in

Arizona to determine their work values, and these work values
4

will be compared with value sa-tisfa'ctions as identified by

employed workers in the fields of marketing and distribution.

PROCEDURE

In administering tl.wwork values inventoryk the primary

concern was two-fold: ) to determine what Work values were

. perceiveci"to'be the most important to Distributive Education

students, and (2) to determine whether jobs within the marketing

and distribution' cluster would satisfy ,those work Values.
.2a

Pusinessmen reptesenting the cluster were asked to respond to

the same instrument, but were asked to respond from the position

of value satisfaction from' jobs within the marketing and

distribUticn cluster as perceived by them.

The businesses selected to represent the marketing cluster'

Are as follows:

If

1. ears

2. odbetter (Wholesaler)

3. Desert Schools Federal Credit Union (BankingFinance)

- 4. Starrett's (Specialty Women's Apparel)

5'. Red Carpet (Real Esthte Sales)

26



16

6. Arizona Electric League (Trade Association)

7. Wards (Department Store)

8. Lad T' Dad (Specialty Men's Apparel)

.9. Arizona Retailers Association (Trade Association)

10. O'Malley (BUildifig Materials)

Re'spondents. were encouraged to examine the entire industry.

their businesses represent and to confirm their _responses to the

instrument with their colleagues.

FINDINGS

See Tables 3 and 4.

ANALYSIS

1. Surprisingly, the study shows a very strong correlation
.

between valUes considered'to be important by Distributive

.Education students -and value satisfactions to he gained from

jobs within the marketing and distribution cluster as perceived

by businessmen.

2. The study indicates -that the work values of Distributive

-Educgtion students correspond generally with the work values

of occupational workers in the marketing and distribution cluster.

3._ If Distributive Education students in the'sample

continue to pursue a career in marketing and distribution, the

study indicates that a career in this field should satisfy their

work value neec4.

RECOMMENDATIONS

If further information'is desirable; each element Of the



Table 3

Student Work Values In(entory

-Ranked in Order oP Importand:e I U*

Work in,which you...**

. 19...-.are sure of always having'a job. 194

13....get the feeling of having done a_good day's
work. -

30....feel you have helped an,otiher pergbn.
5....have freedom in your own-area.
1.7....know by the results when you've done a.good

job. .

.

10....can beothe kind of persbn you would like
to be

44....see.the results of your efforts.
42....are sure of another job in the company if

- your present job ends..
18....havg a boss who is reasonable.
2,...help others.
11..i.have A. boss who,gives you a square deal.
12....like the setting in which your job as done.
36....have a.good place in which ,to work (good,

lighting, quiet, clean, enough space, etc.)
39....are-,paid enough to live right.
43....have a supervisor wha is considerate.
35....lead the kind of life you most enjoy.
27....-form 'friendships with your fellow. employees.
21....make your own decisions.
9....know yOur job 'will last.-
26....have a way of life, while not on the job,

that you like.
38....need to be mentally alert.
22....have pa increases that keep up with the

cost of-living. .

4....lbok forward to changes in your jOb.
3....can get a raise. .

15....try out new ideas and suggestion5..
1....have to keep solving new problems.

23'....are mentally challenged.
' 24... ..use leadership abilities.

31....add to 'thewell-being of other people.
32....do many different- things.
34....have good contacts with fedlow'workers.
28....know that others consider your work

important.
4S....contrihute new ideas.

ZS
, S

192
191
lao

4

8

190 7

.

'7. 190
190 4

189 13

189 7

188 8

187 11 .

187
.
10

187 5

187 2
187 7

186 5

186 6

186 10
185 12

.

185 . .6

185 7.

1.84 8

.184 15

.183 13

183 13
182 15

181 12

181 .13
-181 8

178 14
178 10

178 15

177 15



25:...have adequate lounge; toilet, and other
facilities.

29:...do not do the same thing all the time.
177
174

12
18

6....gain prestige in your field. 171 26

33....are looked up to,by others. 162 29

20....add beauty to the world. 155 38

37.,...plan and organize the work of others. 149 45

41....ffake attractive products. 148 40

40....are your ownThoss. 144 52

14....have authority over others. 124 74

7....need to'have artistic ability 115 81

8....are one of they gang. 101 93

* I = Important
U = Unimportant

** See- questionnaire in Appendix

ti

29

4
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Table 4

Business Representative Work Values Inventory

Ranked in Order of Importance
A

.4,

Woik in which you..."

1....haye-te'keep solving new pr.obleMs
10

2....help others.
10

5-:...have freedom in your own area.
10

6....gain prestige in your field.
10.

9...,know your job will last.'
10

10....can be the kind of person you would like

to be. .
10 0

11....have a boss wfo gives you a square deal. 10 ,. 0

12....like.the
setting j.n which yourjob is done,. 10 0

13....get the,feeling of having done a good day's

work_
10 0

,
.

14..:.have authority over others.
- 10 0

15....try out, new- ideas and suggestiolA.
10 0

16....create something new.. ..4.-'
.

10. 0

17....knolo by the ..results When you've Zone a

good'kjob.
10 0,

18....have a boss who -is reasonable.
10 0

19.,..are sure of always having a job. 10, 0

21....make your own decisions. .

10, 0

22....have pay increases that keep up with the .

cost, of living,
,,.,

., 10 0

23....are mentally challenged. t
10 0

24....use leadership abilities.
10 0

6....have a .1 .Lay of' life, while not on the job,

that y4. like.
. ,

10 0

27....form friendships, with Your fellow employees. .-10 0

y
28....knew that others consider your work .

impQrtant. .

-10 0

29....do not do the same thing all the time. 10 0

32....do many different things.
. 10 0

34..%.have good.contacts with fellow workers. 10 0

35....lead the kind,of life 'y6u most enjoy.
10 0

36....have a' good place in which to work (good - *

lighting,. quiet, clean, enough space, etc.) 10 0

38..,need to belaentally alert'. .

_ 10 0

39....are paid'enough to live right.
10 0

43....have a superVisor who, is considerate.
10 0

44.%..see the results of your efforts.
10 0

45....contribute-hew.ideas.
.......-

10 0

3....get a raise.'
, 1.1F-g ',/, 1

4:
('

.look forward to changes in tour job.
9. 1

.

20
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31....add.to the well-being of other people.
33....are looked up .to by others.
30.:...feel you have helped _another per-son.
40....are your own boss.
42. ..are sure of another job in the company

your present job ends.

9

9

8

8

if
8

1

1

2

2

2

14.....have auth.ority over others. 8 -2

37..plan an organize the work of others: 7 3

20....add beauty to the world. 6 4

25....have adequate lounge, toilet, and other
' facilities. 6 4

'41.....riiake attractiveproducts. 6 4

7....need to have artistic abily. 5 5

8.... are one Arthe gailig. 2 8

* I = rmportant
U = UnimpOrtantm

See questionnaire in,Apeldix* *
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cluster might be researched independently and in greater depth.
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sEcTraini_

DISTRIBUTIVE EDUCATION
STUDENT.AND COORDINATOR EVALUATIONS \

OBJECTIVES (Numbers' 3 and 4)

All Distributive Education students in Arizona will be

Surveyed to determine their evaluation of the current

Distributive Education progra , its objectives, and its

achievements_

All teacher- coordinators in the state will be sbrveyed

to- determine their evaluation of the current Distributive

Education program, its op..j-ectives, anq its achievements. The

two survpys,will be compared to see if the perceptions of the

students and the'c,bordinators are the same. ,Another analysis

will be'run,to determine
i

if the Distributive Education program

objectives in Arizona are identical to the perceptions of the-
e

'two: groups.

' PROCEDURE .."

In order to effectively evaluate'the secondary high school

Distributive Education programs in Arizona, it was necessary

to get responses from students currently enrolled in Cooperative

Merchandising. Marketing students usually are not exposed:to

an on-the-job experience during their junior, year. The

instrument'used to satisfy the purpose of thieobjective was a

comprehensive questionnaire to help the students evaluate their

total Distributive Education program. (See appendix for sample)
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To properly satisfy the latter objeCtive, it was necessary

to administer to a sampling of Distributive Education coordinators

in Arizona the identical instrument that the Distributive

Education students completed..' By administering the same

instruments, comparisons could be made..

The results of eleven schools were analyzed in this part

of the study. The eleven schools constitute a random sampling

consisting of schools from both small aneijarge communities;

various social economic groups, and various geographical

locations. The high schools analyzed in this section include:

Kingman Camelback

Canyon Del Oro Pueblo

Alhambra Sunnyslope

Coronado South Mountain

Globe Mesa

Cholla

FINDINGS

See Table 5.

ANALYSIS

2-4

to

Before a valid appraisal of the instruments could be made,

it was decided that special emphasis would be placed on the

analysis of-those areas in which a total of 30 rcent or more

Of the respondents answered "undecided," "disagree," or "stioifgly

disagree" to the various, questions of the instrument.' This was

determined because it was felt that when responses that tend to

34
I



Table 5

Distributive Education High Schobl
Student-Instrument

O

Percentage of
Responses. to,Each Question

SA A SD

I-

24,

7

1 23 45 21' 7 4

2 21 51 19 7 2

3 21 50 20 7 2

4 '24 45 20 10 1

5 20 44 24 7 5

6 20, 46 20 11 3

7 16 45 22 14
8 26 45 20 8 1

9 24 44 22 9 r J t

10 33 33, 23 10 1

11 22' 38 25 13 2

12 . 32 45 15. 5 3

13 23 46 20 7 4

14 14 39 31 12 4

15 14 43 25 14 4

16 22 46 23 7 2

17 23 50 19 5 3

18 32 46 11 -7 4

19 33 44 13 7 3

20 23 47 23 5 2

21 3,1 50 ,10 6 3 *fp.

22 22 54 14 8 2

2a 17 50 22 9 2

24 19 41 23 11 6

25 20 38 31 6 5

26 24 38 28 5 5

27 27 39 23 8 3

28 31 43 15 6 5

29 15, 40 31 10 '4

30 10 35 3.3.- 15 5

31 14 34 26 18 8

32 25 51 16 6 2
33 15 34 25 21

c.
s

34 19 34 25 15 7

35 20 39 23 13 5

36 24 45 21 7 3

37 25 45 21 7 2

38 21 48 21 9 1

39 20 50 18 8 4
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I

*

* *

---,

25

40 28 53 12 5 2,Y
41 26 55 15 4 1

42 2,,,k, 55 14 * 4 2
43 19 45 23, 8 5-

,44 19 49 19 10 3

45 26 48 15 7 4

J

See att4lied instrument for questions.
SA = Strongly Agree
A ,=. Agree

U = Undecided tN1

D = Disagree
spo= Strongly Disagree

,

L-3 26
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be negative are reaching one-third of the total responses close

evaluation should take place.

Student Instrument

The statistics show that gene lly most students show a

positiye attitude toward the Distributive EducatiN,program
ck.-.

in Afizona. The instrument was divided into several classifications

1

ti

concerning the Distributive Education progratrior closet

evaluation. They elude'.;
.

1. Related Cliiss: Teacher and Curriculum

StUdent Needs and Attitudes

3. On-the-job Work Experience

4. DEC*

Stlidents felt' that they were receiving training i.

,planning, Pricing, promoting, distribilting, buying, advertising,
kJ

and selling of goods and services which they thought helped

them'as employees in.lhe field of marketing and distribution.

Most students across the state indicated that they experienced

-. a simulated.job interview and sales presentatioh to further,A14

. them in preparing themselves as effective employees. Most

Distributive Education programs ;also seemed to,be teaching
- 4,

students that they have moral responsibilities to their employers.

Students seemed to be generally satisfied with methods of

instruction and indicated that films, film strips, records, and

other audio:visual aids had been helpful in their bearning of

the subject matter.

,Other positive aspe4s to the Distributive Edufttion

37
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program intlude understandings of why business exists, consumer

spending. in connection with business success, and competition

among businessesin the field .of marketing and dist.ribUtion.
4

In addition, students seemed td think that the Distributive-.

Education .program helped them to*see that businesses have

responsibilities to society -- such as providing jobs to

people regardless pf)race, color, or creed. Overall, students

in Distributive Edycation ograms in Arizona felt they were

improving their skills and hereby making themselves more

efficient employees in the field of marketing and distribution..

There were several areas with a higher degree of uncertain
i

and negative. Sponses which should be observed. These

observations could lead to 'possible,improvement of Distributive

Education programs in Arizona:

,q. A large percentage of students have nqt

been keeping adequate records indicating the progress

and skills they have achieved while enrolled in a

Distributive Educatit program. This would probably',

indicate that many programs are not using training

plans or training profiles.to enhance the students:
*

on-the-job experiences.

In addition, a high percentage (52 percent)

were not sure or had not been advised .regularly

concerning their'progress in achieving their career

goal. Probably increased individualized instruction

and guidance would be desirable to help correct this.



Many students (53 percent) felt uncertain

or'aid,not feel that the Distributive Education

program was providing them adequate guidance in

planning.their formal. education in school.

2. Many students were exceeding a 40-hour-a-
,

week work schedule which,seemed to be interfering

with some students' grades and personal time.

. 3. Many students thought that not enough time

was spent in the related class with problems they. had

:connected with their employment. Consequently a

high percentage of students (39 percent) were not

certain or thought the related class was 'not

t0providing skills that they fel-t_..,4 needed for

their. jobs. This would indicate that curriculum

fax the related class possibly needs revision or

should be closely studied in thd future.

4. Career interests or career goals are

important to the Distributive Education programS in

Arizona. Many student's felt their on-the-job

experience was not - providing them experience

connected with their career goals. This would

indicate that many students either do not have-

a career goal in the.field of marketing and

distribution or more likely are not sure of

their career interests 'at such an'early age.

5. Forty-seven percent of those surveyed felt

29
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either they were not sure or did not feel the

Distribut_ive Education program helped them value

the American system of democracy and free enter-
40'

prise.

6. Many students also felt that their program

did not provide them adequate equipment and supplies

in the classroo ich were helpful in learning.

Yet the students were more positive concerning

the use of films, film strips, records, and

other audio,v.i.sual .aids which they felt their

Distributiyetducation program provided them.

7. TheAe were several questions pertaining-to

-DECA, although the, majority of the evalu'ation of

DECA will take place in,discussion of another

dbjective later j the study. The students

responding-to the instrument felt DECA was helpful
A

in teaching the valike of working tog&ther. On,the

other h'and, it 4as TOund% that 40 percent Qf the

students were unsure or felt th'e,bECA activities

did not further develop skills that they normally

learned on the job. In additiOn,"many students

(34 percent) were not sure or felt attending local,

regional, and state conferences had not helped them

socially.

Coordinator Instrument and Comparison

Since the same questionnairegiven to the high school

40
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students was answered by the Distributive E4c ti-on coordinator's

comparisons can be made between the two group Generally, the

caordinators had positive reactions to operati n of their

respective Distributive Education programt. H wever, observati'ns

shown by the results of the questionnaireindi ated that there
I

were several areas of concern. An overa 1 observation was that
-,.

many of the areas of-possible weaknesses, .as ex ressed by thdtlq

Distributive'Education stud_ents, were also indi ated to be weak

by the Distributive Educatkon coordinators. Th y include:

question as to,whether the
-

I-- There was .some

studemts had been helped through the Distributive

Education program to ,value more the America system

of democracy and frep en-terprise.
rg

2. Coordinators also indicated a weakn ss in

providing regular advisement to students rega\rding

their'caresr goal . In addition, ,.there seeme to

be some evidence t at the Distributive Educat on

program did .not pr vide enough guidance and planniA

fora formal- educa ion in school. Along the s me

line -of thought, sp e coordinators felt-some.weakhess

in keeping adequate records along with students

concerning progress :rid skills students had achl;Sved

in connection with t eir 'on-the-job experienCes.

3. .In the_5,rea f 'career goals, coordinators
0

felt some reservation as to whether students-saw
1

the value- of getting s scialized training for jobs

41.

r
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in marketing and distribution." There were also some

feelings of uncertainty as to whether or not some

,students were in jobs relating to their careei. goals.

Finally, some coor:dinators q4estioned were not sure

whether the Distributive Education program helped

their students to "decide whether they were really

.capable,of meeting their career goals in marketing

and distribution.

4. The.results indicated that 40 percent of

the 'Coordinators felt they did not have adequate

equipment and supplies in the classroom which were

pful -in learning. The use of films, film strips,

and other audio-visual equipment was',also listed as

a possible weakness by the coordinat C rs questioned.

. .

5. Some Distributive Education coordinators

felt,,uncertain as to whether the distributive

Education program helped students see the civic

and moral responsibilities of businesses.

,. 6. Finally, several coordinators questioned

whether participation in DECA, activities developed

their stude

the

skills any further than normal on-

learning.

Coordinator program Evaluation. Iristrum nt-
.

-

A program evaluation questionnaire ith open-ended

,questions was distribUted to Distributive Education

coordinators to obtoain greater pefspective concerning their

31
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reactions to questions in five areas of,concern to Distributive

Education in Arizona. These areas are: (1)' -DECA, (2) AADET,

.(3) the State Department, (4) Teacher-Education, and (5) School

Administration., Each of these topics will be reported on by
o

secticitA,:, (For coordinator demogrb.phics see Page 33.)

DECA (Distributive Education Clubs of America)

The first question asked: "Do you feel.. DECA is necessary

in accomplishing the overall educational objectives of the

high school Distributive Education'ftogram? Why?", Eighty percent

of the teacher-coordinators.resp,onded in the affirmative, and

20 percent in the negative. Reasons given in support of DECA

included 40' percent indicating that .DECA provided an avenue fo

competition among the,youths. nenty percent responded that it

helped fulfill the social need of the students. Twenty percent

listed motivation and leadership, and 10 percent responded that

DECA provided good public relations. A 10 percent negative

response clarified that DECA wasn't accomplishing its educational

es because of student apathy.

Question Two asked: "Which phase of .DECA was the most

beneficial to the Distributive Education students in their

learning about marketing and distribution ?" Ninety percent of

the respondents indicated the: peer competit n to be, 'the most

*

beneficial activity to DSCA
f

students. Forty percent mentioned.

the involvement of DECA with local businessmen. Twenty percent

listed DECA conferences; and 10 percent responded to each of
.

the follrving: social, fund raising, planning.and execution

^

-4.
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DATA FROM COORDINATOR GENERAL. INFORMATION SHEETS

Eleven Distributive Education coordinators throughout the

state of Arizona returned questionnWires and general information
she s. From ,these sheets it was possible to determine character-
istic of those coordinators and their high school programs.

The average pistributive -Education teacher-coordinator
in the sample has taught for 5.7 years. The longest in terms
of experience was fifteen years, 'and two coordinators indicated
that they were their first year pf teaching.

4-
Of the Distributive Education programs survey4d, the

average length of time for the school to have had its cooperative
Distributive.Education program was 9.5 years. The newest
program started four years ago, and the oldest program-has been
in existence for fifteen years.

Ten high sch-ools offered d cooperative Office Education
(COE) program in addition to Distributive Education. Semen HERO
programs and six ICE programs were als in existence at the surveyed
schools. One schOol also had a cooper 6ive Specitil Edbcation
program, -and'mone school listed a coope ative Child. Care program.

The average size of the high schools surveyed wag 2,049:
the range extended from 3,100 to 943 students. The average
enrollment of Cooperative Distributive Education programs as'of
December 1974 was 22-students. Eldyen schoqs had a totaLt,of

, thirteencooperative classes with- ohe school in p oenix having
three separate classes.

`4,
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of activities; and the total DECA program.

The third question to ascertain which activities

34

were least,..desirable to th teacher-coordinator and why. Fifty

percent of theecoordinators responded to fund raising, while

20 percent responded, to each of manuals, conferences, and club

activities other than contests. One coordinator_ listed national

dues.

Question Four in the DECA.section asked the coordinators

how they related or included DECA activities into their

instructional programs. Ninety percent of the coordinators

responded that DECA in their programs was co- curricular. Thirty

percent stated that they used some class time, while ne

coordinator said no class time was used.

The final gliestion'in this section asked the coor nators
0 '..

to give suggestions for i'mprovement,of.DECA activities a they )

related,to their Distributive Education programs: Forty
,

rcene

.

felt that an improvement of competitive events s,necessary.
d

00ne of these suggested adding a'parliamentary procedure contest,
r .

1.
..

and another person suggestobd adding anopen ceremony contest.
1--
..,

49,

#
Sixty percent of the coordinators indicated that more student

J i .

involvement was needed.
.

Thirty percent suggesIte better

cOmpunication with the State Department. Financ al support

was suggested by 20 percent. One of these was CT1 ical of local

chapters financially supporting the State Department. The 'other

4 perSonsugge.steA the-programs needed more money. -It was also
0

suggested that a better coordinator handbook be avaicable for4

A



teacher-coordinators. A response was given suggesting a

revision of .the Fall Conference, and two felt geographic

restructuring was needed.

KADET (Arizona Association,of Distributive Education Teachers)

The first question in the AADET section asked: "Do"you,

ftel there is a need for a professipal organization for

Disthbutire Education teachers in the state of Arizona?" All

ten respondents to this question responded in the affirmative.

When asked what coordinators saw as the role of AADET; 40

percent responded communication among memberg, and 40 percent also

indicated articulation to the State Departm nt. Thirty pei.cent
A

of the coordinators felt AADET should help improve Distributive

Education and DECA. °Twenty percent saw it as a lobby group.

Ten percent response was given to each of the following: service

to. members, support state problents, monitor policy changes,

T
reeseaich; curr culum planning, profeasional conferences, and 4

acting as a dec sion-making group.

The thirdquestion asked if-the-coordinator was satisfied

or dissatisfied with the present role of AADET. Eighty perlent

felt they were satisfied, while one person was dissatisfied.

One other person wasn't sure. Two reason.; for dissatisfaction

were given: (1) lack of participatiJ, and (2) gr.oup possessed

no authority.

When askedilb4 if.the coordinators felt there was adequate

communication among AADET jembers, 40 percent responded "yes,"

/ and 50 percent responded "no."- Rpasons for a "no" response

46
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were as follows: (1) need more time for coordinators to

36

fraternize, (2) th,v group doesn't meet often enough, (3) outlying

communities' are not involved enough, and (4) a distance problem --

the meetings are too short to make the trip worthwhile.

The fifth question asked for suggestions for improvement

of AADET's role for Distributive Education coordinators in

Arizona. Fifty percent reMnd,e-4...t.l.a.,±......stronger leadership was

needed. Other responses given were: more involvement from

members, need a regional newsletter, avoidance of centralizing

all the officers in the Phoenix area, rotation of workshop

locations, moremini-meetings and/or workshops, and the

president of AADET should work with the State Department as a

co-leader.

State Department

trestions in this section concerning the relationship 4

between teacher - coordinators and the State Department started

by asking: "What do you see as the role of the State Department

of Education in connection with your Focal Dis ri u1tive Education

program?" Fifty percent of the coordinators hat the

role was primarily one of lending expertise. Another common

ti

response was similar -- supporting the locd1 coordin T ?"

oP

Thir pertpot indicated the State Department's role was that

.0 ir dancAandleviceo, A number, of divfse esponses were also

A.
offered, among them: a tool of the local programi: better public

relati=ons, curriculum helz, communication, provide professional

conferences, provide inistructional.materials, and - define

47
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the philosophy.

The second question asked hether the teacher-coordinator was

satisfied or-dissatisfied with the current role of the State Department

of Education. A number of coordinatOrs did not respond to this

question. Of those responding a relatively small percentage indicated

total satiseation. About 50 cent of those responding expressed

dissatisfaction. Reasons for dissatt faction included a lack of

communication, lack of strong eadersh)l. , Ld the feeling that members

of the State Department of Education were too far removjd from the

classroom to be of major a stance to ,the teacher-coordinators.

When the teacher- eoordintors were asked if they felt

there was adequate communication between the State Department and

the coordinator, u60 percent responded negatively, 20 percent were

aggirmative, and 20 percent answered, "most of the time." Reasons

given for the lack of communication were that a hostilityseemed

to exist between coordinators and the State Department. Another

person responded that there was too much pressure to "perform"

mphasis placed on what akually happe
*

in the'.\c ssrapp11°Anoker c.ARIrdinator said that he hadln had

A visitor" me frovereLState Department to his classi.00m for eight
4

or nine years.

at conferences withno

The fourth question in this sectio was concerned with

whether the coordinators felt pressures from the State Department

Si concerning the operation of their programs. Twenty percent

responded "yes," while eighty percent responded "no." One

perscn said there was preisure in the HERO uogram, however.
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The last question in this section asked for suggestions

from the coord.i.aors for improvement of the State Department's

role as it related to the operatiOn of the Distributive Education

program. The most frequently occurring Tesponse said the
o

coordinators would like to see a person from the State Department,

visit them'once in awhile other than in connection with a DECA

.activity. Another suggestion was that members of the State

Department should listen to and consider coordinator suggestions.

Other responses included placing less emphasis on DECA and more

on Distributive Education, more Curriculum ideas, more promotion

of Distributive ,Education, providing media for instructors to

use, and improving working relationships with, all administrators.:

Teacher-Education

Tho first question in the Teacher-Education section asked:

"How could the role,of the teacher- educator be of mores

service to y ou (the. coordpittor..)?" Sixty-percent responded

kypes
441t

that mor in service" p of activities, `such as seminars, 4#

should be ava llable. Twenty percent asked for more methodol gy

training and curriculum ideas. Another suggestion, was that

Distributive Education colleg students should be more active,

in DECA. An her suggestion was that a para-professional

program using rospective coordinators he instituted. Thirty

percent of the coordinators were satisfied with things the way

they were andjust wanted them to continue as they were,

The second question in this ection asked if there was

)adequate communication between to her-educators and
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teacher-coordinators. Fiftj, percent answered "yes," 20 percent

answered "no'," and 20 percent said it was "okay.'.' One person

felt communication fluctuated greatly sometimes it was
\\

good, and sometimes it as not. A suggestion foi imprOvement

included having'regional meetings of 'coordinators and teacher-

educators'two or three times 'a year.

All respondents answered "yes" when .asked if they would

like to see more "in service" workshops provided.. Suggested
4

topics included the following:,/ sharing and creatIng classroom

materials and games, empathy, management techniques for
I

c ordinators, curriculum ddvelopment workshops, and a workshop
.

on ughow to develop training stations. One person sgested

the e Workshops should include only !'experipnced" 4ordinators

so that they would be of more value. .Two individual's(20 percent)

bested that the seminars or workshops should be).similar to

the ones promoted.by the Ad Club.

ain all respondents answered ' s" when asked if they

would like to see more professional Distri.butive Education

courses offered by the Acniversities. Suggestions included an

advanced techniques course and a DECAactivities course.

Suggestions fortmprovement of the teacher-coordinator
1

function included more public relations, being more careful

with the student teaching experience, more visiting of schools,

more management systems, a teacher self-evaluation progr4m,

and More involvement with Distributive Education coordinators

v- 1 and their programs. One suggestion stated that there was a need

o
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to have a Distributive Education contact at Northern Arizona

40,

C

Unj.liersity in Flagstaff.

School Administration

The final section started off by asking what the coordinators

saw as the role of the school administration,to their. program.

Most of the responses indicated the school administration was

supportive and,cooperative. Assistance tolthe program was

shown with financial assist nce, released tido-for the coordinator

to attend professional acti ities,41anning assistance, and

assistance in 'recruiting students for the program.

4 Suggestions on how this relationship could be improvet

inqluded including the school, administration in more Distributive

Education and DECA activities, informing the administrators

more about the program, and receiving more flexibility for the

DECA program.

Question Three asked if the coordinators felt the administration

ram, and if it strohglc,s orted it . All butunderstood the

one respondent (90 percent) answered "yes" to both questions.

One person felt it wasn't supported as Well as it should be,

and otUrs felt academics or athletics still wore given more

support than the Distributive Education program.

When asked how this could be improved, 20 percent suggested

that more public relations was needed. Another coordinator felt

more flexibility was needed for DECA and the coordinator. Other

suggestions included informing the school administrators of the

minimum requireients of tho Distributive Education program,
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inclusion of school administrators in policy formulation

meetings, and visitation by State DegArtment staff to°the

school \administrators to request their support for the program.

The final question asked what changesthe teacher-coordinator

would like to see in the'pliace that th

X the school environment. Twenty p

11

e rogram held within

esponded that more

knowledge about DistributiVe Educ n was needed by other .

teachers and non-Distributive Education students. Other

suggestions included doing more recruiting of underclassmen and

using a marketing class as a feeder class to the Distributive

Education program. One person responded that credit for Work

Experience has weakened the role of Distributive Education and

that this should be changed.

GENERAL OBSERVATIONS FROM ALL INSTRUMENTS

1. A large percentilge of students and coordinators

indicated that,they were not aware of the fact that

tilt free enterprise system and ils concepts were

being taught.

2. Student resp'opses indicated a weakness in

records of accomplishment; i. e., the us'e of training

plans, training agreements, profiles, and the like.

In other words, they had no record of-competency

development.

3. Students indicated that the related class

did not address itself to on-the-job problems. They

also indicated that counseling by the coordinator was

52
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not adequate.

4. In-answer to the question: "Ddes the coordinator

check to make: certain- you don't work over forty hours

a week?" over 30 percent off the students Said "n

The Arizbn4 philosophy of Distributive Educatio 'as stated

and agreed ufg bsy the State Department df Distributive Education,

the State SpfArvisor'lof Distributive Education,,and the teacher-
&

coordina't'ors Of Distributive Educatipn in the stateof Arizona is

An agreement with the United States OffiCe of EdUcatipil policy.

as:outlined-in This We Believe in Distributive Ecrucation, It

wouldlappear that in practice.some of the programs within the

state high schools vary somewhat from this philosophy. rt would

appear that some students and coordinators in the state.do not

perceive the program objectives as perceived in the state

philosophy'.

RECOMMENDATIONS

.1. Some type of State plan or guide (with suggested

guidelines) should be prepared andproperly communicated to

high hool Di'itributive Education coordinators across the state

of Arizona. Distributive Education coordinators and teacher-

educators should be included in the preparation of such a plan

to provide greater unity in the Distributive Education forces

in Arizona.

2. Since there Were several areas of weakness indicated

by both Distributive EduCation students and coordinators

regarding the program of instruction, more workshops and/or

53
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training sessions should be organized. TheSe workshops could

ibe planned by the teacher-educators, AADET, or a-combination

*of ty two.groups.

3. The State Department of Education should fake a

greater leadership role Offering guidance and advice to

Distributive Education coordinators across the stale.

4. Communication from the State Department of Education

should be improved with more emphasis on the Distributive

Education program and less emphasis on- DECK.

5. AADET'should take a stronger leadership role in

improving commun at i mong its mem.bei), orking with vivo
.1.

o

c

State Department, of Educatidn,.and i.nvolv-in

A

communities more in their efforts. 1

6. Since both oordinators and Distributive Education

students expressed ,a need for additional, pquipment and.supplLes

in some Distributive Education classrooms a oss the state;

vocational funds shoitld be made available to those schools'with

limited faci'ities. School administrators and coordinators

should be informed as to Ihow to apply for additional vocational

funds and, about eligibility or ;hose funds.

7. The instructionalprogram throughout the state must
, ,)

,

reflect more accurately the purposes,sand objectives and the

Arizona philosophy of Distributive Education.
v.

.49
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SECTION V

OCCUPATIONAL AS,ESSMENT AND REVIEW
,Op.JOB LISTINGS

OBJECTIVES. (Numbers 5 and 13)

An occupational assessment of the marketing/distribution

cluster will be conducted. The results will be compared With the

-needs as determined by the Department of Economic 'Security.

Review the identified titles with an industrial advisory'

committee composed of representatives of the major occupational

families ideoptified within the occupational listihgs to identify'

omissions and/or inappropriate inclusions.

PROCEDURE

The occupational assessment was do-ne as a part of objectives'

nine, ten, andfeleven The data collected thefe was utilized"

in researching the objectives here

Interviews were conducted,with representativeS from the

Arizona bepartment of'Econ'omic Security, and business leaders

identified with the major occupational families.

.ANALYSIS AND FINDINGS

Because of current economic conditioxs'and slow down in

population growth, it was impossible to project accurate,.

meaningful needs-data based on past or ,present experiences.

The occupational assessment search for comparative data

proved. fruitless. All eAtempts to utili4e data or input from

other agencies resulted in references back to the data provided
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by the Department of Economic Sedurity. 'Therefore,, there was-

/ /,

no,valid way\-to compare the projected occupational needs with
o

those determined by'the:Department of. Economic Security.

Data for the publications of the Department ,of Eco'nomic

-Security is taem from the 1970 Census of-pqpulatibn. Allocations-

were made for those occupations not reported. Occupational

change factors from""Tomorrow's Manpower Needs" were then

applied. These change faCtors- are derived from a national

matrix. The data 5.5 then prepgred to meet Vocqtiondl etlucatio]lal

planning requirements. ' As yocation&l areas do not always agree

with census data or DPT'numbers, some"validity is lost in

transition. Because of Arizona's rapid growth, initial estimates

-are discarded. Revised projection,are derived from a itulti,ple

regression using Arizona's population and the nation's employment

a's the independpnt variables.

Naylor,,Manpower'Analyst, Department of Economic

Security, stated that the entire'methodology of collectkng ddta

will be changed, within the next few years as they switch to a new

system: They intend to integrate with the Occdpational Empldyment

Statistics Programs which will complete the _transition prom a labor
. -

force concept, (c urr ently being used) to a work force concept.

The latie,r. is More desirable, since it reflects place-ofzwork

rather than place-of-'residence and eliminates the self-coding

problems, o,f the,census.

Representative's of the major occupational families identified

within the cluster were surveyed in an attempt to validate the



data as ojected by the Department of Economic ecurity.

Industries represented in the survey .included hot01-lodging,
.

-softlines, food distribution and services, finance and credit,

46

and home furnishings. They were surveyed to determine if current

figures and,research could be located to identify job titles

within their industry and confirm data collected from the
0

Department of Economic Security.

No evidence of organized.da.ta could be found that would have

any utility_for. our use. For example, the Hotel Association

had many figures.' However, after examining their data, it was

noted that their information was all compiled from the Division

of Conomic Security and Arizona State University Research Center.

The only figures they had of their own were verbal estimates of

growth projeCtion based on city approved known hotels to be

'built. These included only those hotels which had already

financially committed themselves and then only large chain members

who were members of the Association. It did not include figures

for non-members or small independents. It became obvious their

figures were not going to be 'any more valid than the ones already
0

available.

The Marketing Research Department of the Arizona
0

Gazette was surveyed, to find the source of the data used in their

yearly'publication, "Inside Phoenix." In an interview with the

Marketing Department it was discovered that their figures were

.0tained from the Department of Economic Seturity. In their

consumer survey they did. not, originate reseaph on occupations
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and growth.

4,

RECOMMENDATIONS

1. Do nothing for the moment

7

wait for the Department

of Ecopomic Security to change over to the Occupational Employnient

0 Statistics Program.

2. _The State Department of Education may wait to canvass

a.valia sample of the state businesses represented in the cluter.

to determine current employment figures and projected needs.

563
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SECTION VI

EROGgAM PRbJECTIONS'AS VIEWED
BY NATIONAL LEADERS

OBJECTIVE (Number 6)

National leaders in the field of Distributive Education

will be surveyed to determine not only current status but need

for change and projections for the future in organization and

administration of the Distributive Education program.

PROCEDURE

The researcher personally contacted national leaders for
O

input regarding projections for the future development of the

Distributive Education program. Current speeches and Writings

'17

of these leaders were also perused. Represented in this sampling

were teacher-educators, State Supervisors, and leaders from the

United States Office'of Education.

FINDINGS AND ANALYSIS
J

Much national thinking would support the position that it

is Unrealistic for Distributive Education programs to continue

the tradition of exploring general marketing concepts and

functions. Students should be provided options representative

of a variety of trade groups according to one national source.

Others support this positi6h-for the following reasons:

1. Historically, vocational immaturity of students

forced Distributive Education programs'to be designed

around a general merchandising curriculum offering -- the

-
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assumption being that Distributive Education should. be

as much a career choosing prOgram as a career preparing

program.

With the career development movement throughout-

the entire educational experience career choosing

becomds an integral part of the'r gUlar school program

long before the student reaches t vocational program

of his choice. Therefore, this position is no longer

realistic.

.2. With the move from global thinking at the

elemeritary and middle school levels. toward exploratory

career interest development in rades nine and ten in

the career education program, students should be ready

for learning activities,designed to bring them to

threshold job skills within one or more career clusters

in the Distributive Education program.

In other words., the student should have a more

positive sense of direction and'be ready to begin

in-depth study of a specific type of marketing enter-

prise. Typically a Distributive Education employee

fhen should make his start and undergo the testing of

his own interests and capabilities in a specific

environment. Until he has proven himself in relation

to the practices of a given marketing institution,

he is not ready to generalize to other types of

enterprises. This line of thinking suggests that
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t

until the Distributive Education student perceives

and consciously supports through his job performance

all of the functions of marketing in operation around

his own work station, he has no real basis for choosing

to specialize in any one of these functions.

From this vantage point then the career minded

Distributive Education student- employee can opt to

build on his experiences within one industrial

classification, i. e. food distribution, or carry

his experiences to another classification such as

hotel and lodging, or pursue in'depth the development

of a specialized competence in one or more fundtions

such as buying or selling.

National leaders recognize that education for work

must teach workers .to be flexible and responsive to

change..r The - emergence of new values and attitudes

and expectations on the p rt of young people force

this recognition.

The option described, above allows,for employee

flexibility as long as he has mastered the applicatiOn

of marketing theory in a specific enterprise. He-

then is ready to move horizontally or vertically.

3. The affective domain is still too often

neglected in curriculum planning and in teaching

methodology. More emphasis must be placed on Career

development patterns and decision-making activities

and experiences.
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4. Distributive educators have utilized the work

environment as a learning laboratory for many years

and have had this environment to themselves generally

most of the time. (With the expansion of many other

educational programs into the Work Experience arena,

Distributive Education people must do a better job of

marketing-their own product -- the Distributive

Education program.
/O.

S. Distributive educators must become more

sensitive to career input needs, at all educational

'levd4s -- elementary, middlc school, and early high

school. Concepts peculiar to the marketing and

distribution clusteT that can-be 1 ned earlier' in

the educational experience must be identified and

managed through the appropriate educational channels

by Distributive Education personnel.

-6. Greater program flexibility must be developed.

Students, depending upon indiAAdual needs and

occupational goals, may opt toqtrend one semester or

two years in an occupational experience. More flexible

entrances and exit points are necessary to cope with

this kind of flexibility.
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SECTION VII

.

STUDENT - COORDINATOR 'DECA_QUESTIONNAIRE

OBJECTIVE ( Number 7

The objectives and outcomes of the DECA club program will

be carefully analyzed to determine its effectiveness and/or need

for modifying direction and emphasis.

PROCEDURE

An objective of vocational education is to provide the

opportunity for each individual to develop to his fullest

potential. It is therefore essential that the program offered

in the secondary schools be based upon a philosophy and theoretical

framework of involvement and participation in the selected

vocational area. One of the vehicles which can be effectively

_utilized toward youth development is the c9-curricular organizations

affiliated with the vocational Distributive Education program,

DECA (Distributive Education Clubs of America). ,

This study included student members and advisors of

cooperative Distributive Education programs in the public

school system of Arizona. The schools involved were those which

offered Distributive Education in their high school curriculum

and which also had an official ldeal membership in DECA.

Only secondary schools affiliated with the local, state,

and national organization of youth co-curricular activities in

Distributive Education were included in this study. There were
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fifty such chapters in the public secondary schOols of Arizona

in the academic year of 1973-1974. The findings must necessarily

relate only to those selected schools in the state of Arizona.

The schools tepresentq in this study were diverse in their

make -,up, characteristics, and types.

Approximately 900 senior merchandising student members of

DECA and their club advisors were "administered a two-part.

questionnaire. Of the fifty advisors. questioned, thirty-three

(66 percent) chose to participate in the project. Completed

questionnaires were returned by 547 students.

The names of the s.chools with DECA chapters were obtained

from the Arizona Department of Education, Vocational and Career

Education Division, State Director of Distributive Education

Clubs of America, Phoenix, Arizona.

The entire population of:the senior merchandising student

members of the fifty statewide chapters. of DECA was surveyed.

The total populatiod instead of a random sample was selected for

this study because:

1. Each of the schools selected, have 'operated

for at least one full year in DECA.

2. They represent schools from the total

regions of Arizona having Distributive Education

programs.

3. They represent an overall view of the school

systems and DECA organizations, in Arizona.

4. By using the total population the smaller

a



will' be the standard error and the greater will be

the likelihood of obtaining significant results.
A

The questionnaire used for this study was developed by

Dr. Ross T. Dailey at Michigan State University in 1969 and

administered for a similar study in the state of New York in

1970.
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The questionnaire used in this study was divided into two

major parts. Part I of the questionnaire contained sixty-two

statements relative to the functions and operations of DECA

on the local level. Part II of the questionnaire contained

information requested of the respondent's background school

and Distributive Education program.

ANALYSIS

After a thorough telephone and mail follow-up ptocedure

I. to be sure that as many chapters as possible, participated in

this study, the data was analyzed using the chi square test at

the .05 level of significance The collected data was analyzed

by a computer and interpreted by the researchers.

An overall chi square of 41.6824 at 15degrees'of freedom

was significant at the .05 level of.significance.. This means

that the participating student members and DECA advisors feel

that the objectives and outcomes of the DECA program a're being

met successfully. There were a number of areas reported-by the

students as needing improvements. Sixty-two percent of the

students reported that there was not engugh eooperation between

/P

the DECA clubs and the guidance personnel. Seventy-eight percent

0



of'the students responded that an application and interview

should not be necessary for admission into,pistributive .Education:

Sixty-one percent of the students responded that they were not

preparing for careers in marketing and distribution and that their

career goals were undecided.

Although there was a representative return from all areas

of the state, 71 percent of the chapters responding were from

communities with populations in exces's of 100,000 people.
.

,Fifty-five percent of the responding students were male, and the

remaining 45 percent were female. Of the chapter advisors

responding twenty-three (69 percent) were male and ten (31 percent)

were female.

Other areas needing improvement .as stated by the students

and advisors included too much emphasis being placed on the

competitive portion of DECA. The overall development of the

student and 'a lesser concern for competing in DECA .contests

should be emphasized.

The advis rs felt that there needed to be a greater amount

of communication between the State Department officials and the

individual DECA c apters.

Statewide objectiyes for .DECA clubs should be spelled out

in greater detail. The existing objectives are too few and too

broad.

The state leadership conference should be on a rotating

basis throughout the gtate instead of in. Phoenix only. The

advisors also agreed that the conference banquet and awards

6
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ceremony was too, lengthy.

RECOMMENDATIONS

Recommendations arising from this research indicate the

need for implementation ofa bftter communications network

involving°all levels of DECA. The students need more assistance

in developing their career goals. The state objectives of DECA

need to be spelled out in more detail.

C7



SECTION VIII

'BUSINESS COMMUNITY QUESTIONNAIRE,

OBJECTIVE (Number 8)

Representatives of the business community will be surveyed'

for input regarding curriculum content, performance levels,

and identification of occupations to be included in the clu'iter.

PROCEDURE

A .stratified random sample of businessmen having an

interest in Distributive Education was selected from the total

population. Included in the sample'were representatives from

bOth rural and urban sectors from all geographic regions of

the state of Arizona: Of the forty-five questionnaires, cover

letters, and'instructions for the questionnaires which were

mailed, twenty-three questionnaires were returned yielding a

51 percent response rate.

Businessmen were asked to respond to three. categories of
9

information: (1) to indicate whether a task could be best

learned on the job or in the classroom, (2) to rank the

importance of ten overall categories germane to Distributive

Education, and (3). to rank five sub-topics in each overall

topic in order of their importance to the employer.

FINDINGS

Ranking of Overall Categories

In ranking the ten overall to ics of a typical high school

/7
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Distributive.Education program in Arizona, three topics were

grouped together in importance. They were: (1) Human

Relations, (2) Merchandising, and (3) Salesmanship and

Merchandise- Information: The'fourtilr most important topic
,to

was tusiness Organization and Ownership. Data on rankings

of the ten overall tdpics is included in Table, 6.

Human Relations was ranked the most important category

Eby nine respondents and the secondmost important.category by

five other respondents: Thus, fourteen of
.

the twenty-three

respondents (61 percent) felt that Human Relations was Dither

the most or the next most important topic of the Distributive

Education program. Merchandising, however, only received -----,
. ,

two most important rankings and for second most important

rankings. However, sixteen respondents (70-percent) indicated

that Merchandising was among the three most important categories.

N
.

4 %

For the Salesmanship category, seven respondents ranked it

first, five respondents r-aiked it second, and only twvt.anked
.,--.

it third in importance.- '

,

An interesting pattern of tesponses.u-as.rote for the
,7-- ------ U

,E.conomiEf DistribUtion category. This category was rated
---k.

the moseil4ortant by three respondents, lgast important

by our respondents, and-next to least .important by fiy.e,others.

The Visual Meichandising category was not rated as ost important,

and received four rankings 'as least important and t ree rankings
f.

as next to least important.

Five of the categories_were ranked first at least one time:
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'Table 6

Data on Businestmen ,Rankings of Importance of
Ten Overall Categories in a High School

Distributive Education Prdgram

a

Rank
Order

Mean
Value* Overall Categdry

1

2

3
4

5'
6

7

8

9

10

2.70
3.09
3.30
5.73
6.09
6.22
6_23.
(P.30
6,.:55-,:

6.87

.

'

Human Relations
MerchandiSing
.Salesmanship andlderchandise Information
Business Organization and Ownership
Merchandising ,Math
Sales Promotion
Economics of Distribution

.

Advertising
-,.

Business Services
Visual Merchandising

. ,

*The most important, item was recorded as 1 and tbe leaSt
important, item 10.

'70
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Human Relations, Merchandising, Salesmanship and Merchandise

Information, Business OrgSrization and Ownership, and Economics

of Distribution.

Ranking Within Human Relations Category

Within the Hudan Relations category, five specific sub-
)

topics were ranked by businesimenconcerning their relative

importance to the Distributive Education program. These

rankings are shown in Table 7:

From this Table, it is apparent that businessmen. felt

the most important sub-topic of Human Relations was Communications,

followed closely by Getting Along with Others. The least

important sub-topic of the five listed was developing. Leadership

Tethniques.

When asked where the businessmen felt Human Relations

should be taught (classroom or on the job), 50 percent felt it

was best learned both on the job and in the classroom. Only

one respondent (4 1/2 percent) felt it was best learned in the

classroom. The remaining 45 percent felt Human Relations

was best learneajon 'the job.

One respondent indicated the Human Relations topic should

include,the sub-topic nderstanding; but the respondent ranked

this response as bei of less .importance than the five items

contained on the'questionneire.

Ranking Within Merchandising Categbry

The second most important.-category,, according to businessmen,

was Merchandising. The sub-topics and their rankings by



Table 7

Rinkings by Businessmen of Sub-Topics
of Human Relations Category

Rank
` Order'

Mean
Value* Sub-Topic

1 2.0.7 Communications
.2 2%15. Getting Along with Others
3 2.69 Motivation

,

4 3.69 .Deciaion Making
'S 3.92, -leadership Techhiques-

.

. . .

*Vie most important item was recorde'd at 1 and the least
important item as

0
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businessmen are shown in Table 8.

Businessmen indicated that they thought Store Operations
7 s'"

and Management was the most important portion of the Merchandising

u it. Store Location, Layout, and Equipment was second followed

by the unit on Receiving, Checking, and Marking. Merchandise.

Little importance was placed on Studying the Bbying Functions

and Mvket Research by the businessmen surveyed. One respondent

indicated that a unit on. Fashion Cycles was important, but not

aS4mportant as the five previously mentioned. None of the

respondents listed Market Research as the first or second most

'important,sub-topics, but two respondents listed Study of the

Buying Functions as the most important sub-topic.

More respondents felt that Merchandising was best learned

on the job (45.4 percent) rather than both on the job, and in

the classroom (36.3 percent). Only 18.3 percent ,felt that

Merchandising was best learned in the classroom.

Ranking Within Salesmanship and Merchandise Information Category

The third most important category, as listed by businessmen,

was that of Salesmanship and Merchandise Information. The

sub-topics and theii.r/rankings are, given in Table 9.

Results of/the survey of businessmen indicated that Product

Knowledg .an4 Steps in the Selling Prod"'` were considered to be

the most/important sub -tops of the Merchandising category. In

fact, all but one respondent ranked ofile oftilese two sub-topics

as the most important portion of the Saleftanship and Merchandise

nformation category. The other "most important" 'vote went to
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Table 8 .

,Rankings byBusinessmen of Sub-Topi-cs
of Merchandising Category

Rank v Mean
Order Value* Sub-Topic

1 2.00 Store 0i3eTations and Management
24,5 2.23 Store Location, Layout, and Equipment
3 2.69 Receiving, Checking, Marking Aerchandise
4 3.54 Study of the Buying Funct.ions
5 4.38 Market Research

*The most important item was recorded as 1 and the least
important item as 5..
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Table 9

Rankings by-Businessteniiif Sub-Topics of Salesmanship
and Merchandise' Information Category

64

Rank
Order

Mean
Value* Sub-Topic

P

1 1.73 Product Knowledge
2 2.00 Steps in'Selling Process
3 3.54 Prospecting and Customer Arialysis
4 3.55 Suggestion Selling
5 3,82 Sales Demonstrations and Critiques

*The most important item was recorded as 1 and the least
important as'5,'

5
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the Prospecting and Customer Analysis topic. The difference in

means bptween theProspectiRg and Customer Analysis topic and

the Suggestion Selling topic wasnvery small -- .01. Most

employers felt that Sales Demonstrations and Critiques was the

least important of the five topics listed,
0

Of those surveyed, 40 percent felt Salesmanship and

MerchandiseInformation was best learned onthe,job. Thirty-five

percent thought it was best learned both on the job and in

the classroom, while 25 percent felt the classroom was the

(

best place.

Ranking Within Business Organization and Ownership Category

According to businessmen, the fourth most important category

was Business Organization and Ownership. Rankings of the

specific sub-topics for this category are listed in. Table 10.

From this Table, it is noted that the mean values for the

most important and least important sub- topics was only 1.23

different, suggesting that employers were not in strong agreement

concerning one topic being clearly the most important. The

rankings indicate, however, that Forms of Ownership was the most

important sub-topic in this category with less emphasis placed

on the History of Distribution and Free Enterprise.

Businessmen indicated that the Business Organization and

Ownership category was best learned in the classroom. Nineteen

of the twenty-two surveyed (86.5 pe-rcent) responded in:favor of

the classroom, while one respondent felt i.t was best learned

on the job., Two respondents (9 percent) thought it was best

6
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I'

Table 10

Rankings by Businessmen of Sub-Topics of Business
Organization and Ownership Category

Rank
Order

Mean
Value* Sub-Topic

1. 2.31
2 2.62
3 2.84
4 3.53
5 3.54

Forms of Ownership
Types of Retail Stores
Store Organization
Legal Aspects of Distribution
History of Distribution and Free Enterprise

4,

*The most important item as recorded as 1 and the least
important as 5.
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learned on the job and in the classroom.

Ranking Within Merchandising Math Category

The fifth most important category was Merchandising Math.

Businessmen's rankings of this category are contained in Table 11.

In the Merchandising Math category, employers were very

definite about which sub-topic they felt was the most

important -- Basic Arithmetic. Nine of the thirteen responders

ranked this item as first in.importandes. The second most

important sub-topic was Cash Register Training followed by a
8

closely related topic -- Making Change. The least imp.ortant

topic was Inventory Control which was ranked last eight of the

thirteen times.

Businessmen were approximately evenly divided concerning

where Merchandising Math was best learned. Seven.(31.8 percent)

of the responders indicated both on the job and in the classrbom,

and another seven responded it was best learned on the job.

Eight (36.4 percent) felt it was best learned in

Ranking Within Sales Promotion Category

The sixth most important category, according to businessmen
.

surveyed, was Sales Promotion. Rankings by the businessmen are'

e classroom.

listed in Table 12.

This Table shows Definition and Purpose of Sales Promotion

was ranked as the most important sub-topic of the Sales Promotion'

category by businessmen. The second most important sub-topic

was Factors in Successful Sales Promotion. Employers felt

doing a sales promotion was of less importance thin the four

78
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Table 11

Rankings of Businessmen of Sub-Topics.
of Merchandising Math Category

Rank Mean
Order Value Sub-Topic

1 1.61 Basic Arithmetic
2 2.30 Cash Register Training
3 2.77 Making Change
4 3.62 Mark Up andMark Down
5 4.00 Inventory Control

*The most important item was recorded as 1 and the leasI
important as 5.

4
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Table 12

Rankings by Businessmen of Sub - Topics
of Sales Promotion Category

Rank
Order

Mean
Value* Sub-Topic

1 1:61 aefinitiori and Purpose
2 ,2.23 . Factors in Successful Sales
3' 2.61 Types of Sales Promotion
4 - 3.54 Sales Promotion Campaign
5' 3.61 Do a Sales Promotion

Promotion

*The Most important item was recordedas 1 and the least
important 'as 5.

S 0
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Economics of Distribution categiirY,. All businessmen ranked one

of these two sub-topics as their most important concern of the

70

remaining topics. One respondent felt a Daily On-Floor Sales

Promotion Through Presentation was the third most important

topic.

More than half (54.5 percent) of the businessmen thought

that SarbyPromotion was best learned in t e classroom. Six

others (27.2 percent) felt it was best acco plished both in the

classroom and on the job, while only four (18.3 percent) felt

it should be left to the job.

Ranking Within Economics of Distribution Category

The seventh most important category was Economics of

Distribution. Rankings and, mean values of businessmen for this

category are given in Table 13.

According to this Table, employers felt that the Nature of

the Free Enterftise System and the Laws of Supply and Demand

were the two most important sub-topics, respectively,lof the

category. Conversely, nine of the thirteen Tesponders indicated

that a Study of the Stock Market was the least important. No

.P
one indicated the Study of the Stock Market was higher than the

second least important topic.

Businessmen were also in close agreement that Economics

of Distribution should best be learned in the classroom. One

respondent indicated both the classroom and on the job was

the best, while no one felt it was best learned on the job.



' Table 13

Rankings by Businessmen o Sub-Topics
of Economics of Distributi n Category

_ -

Rank
Order

Mean
Value* Sub-Topic

t

1 1.38
.

Nature of Free Enterprise System
2 1.92 Laws of Supply and Demand
3 , 3.38 Business Cycles
4 3.46 Comparison of Economic Systems
5 4.69 Study of Stock Market

*The most important item was recorded as 1 and the least
important item as 5.

ea

82
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Tanking, Within Ady.e.ortisi0ng Category

D.

he eigh most important category was Adver sing. '

72

Businessmen's rankings forthis category are given in Table 14.

q
. .

'

.

In Advertising; businessmen felt that the. Purpose of

A

Advertising, gas the most important of the five sub-topics,.-
t

Next,in importance, the businessmen wanted students to understand
s

the Principles Involved in the Preparation of an Advertisement.

All of the employers ekpept, one felt that the History of

Advertising wa the least important Su -topic. In'fact, the

businessmen's// mean alue.of-4.85.(outof a possible 5) was the

highest mean/rankin

Busine

,was best 1

on this portion of the,questionna

felt.,strongly (81.9 p rcent) that vertasing

ned in he classroom -riather. than on he job.
. ..,

as 'best learned bbth on job and'in the

/-
classroom, while y one felt-, it wasbes( rlearned,on the job.

Ranking Within Business Services Category

Three felt that it

, The next7 t4 least important category was Busihess Services.
4 /. o

.
.,.

- The businessmeh4s rankings and mean values for this category
-

,

Al, are c o ntained in Table 15.

Acooi4ding_to, the 44sinessmen's rankings, the most important

sulfl-topic the Business Services categoy.y was Credit. Th'e

second most important, sub-topic was Bookkeeping. ' MethodS of
, \

Credit-Collection Iaas indicated to be 'the least important

sub-topic. However, all respondents except'three ranked this

4?
itemsoas next'to least important.. AnOther item not considered'

too,important(when compared i the fo'ilr other items listed)

_' S3
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Table 14
1

Ranking' by Businessmen of Sub - Topics
of °the Advertisirig Ca-tegory

Rank Mean
9rder Value* Sub-Topic

1 1.69 Purpose-of.Advertisimg
2 .2.23' Principles Involved in Preparing of and
3 2.92. Types of Advertising Media-
4 A 3.15 The Retailer and Advertising.
5 4-'-\-"4.85 HAstory of Advertising ,

.
"

.'

*The most important item was recorded as 1 and the least important

item as 5.

0 0



Table 15

Rankings by Bisinessffen of Sub-To ics
of Busines Services Category'

Rank Mean
-,Order Value* Sub-Topic

1 1.85 . Credit
2 2.3.8 Bookkeeping
3' 3.08 Banking
4 3.77 Credit Bureau'
5 3.85 . Methods of Collettion

f,

*The most important item was recordedas 1 and the least
_important item as 5.

gs
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was the ;Credit Bureau.

A majority of businessmen (63.7 percent) felt that items

in theBusiness'Services category were best learned in the

classroom.. Six empfloyers (27.3 percent) felt it could be best'

learned owthe job, while the remaining two (9 percent) felt

it was Itist learned both on the job and in the classroom.

Ranking Within Visual Merchandising Category

According to the businessmen's ranking, the least important

category was Visual Merchandising.- Rankings for this category

are 'shown in Table 16.

According to businessmen,surVeyed,the most beneficial

item in-the least important category was:the Importance of

Display followed in importance by Design Principles. The least

important item, according to those surveyed, was Window Display._

Six of the eleven surveyed indicated the least important

sub-topicwas Window Display.

'Concerning the proper place.to best learn elements of

Visual Merchandisingno clear-cut place seemed evident. Six

respondents (31.6 percent) indicated the best place was in

the classroom; six also indicated both on the job and in the

classroom. Seven taisjnessmen (36.8 percent) felt that Visual

Merchandising was best learned on the job.

Businessmen's Comments

Questionnair.responders were encouraged to give any

furth?r,4nformation or comments that they thought would help

-make the Distributive Education program at, the high school

86



Table 16

Rankings by Businessmen of Sub-Topics
-9-f Visual Merchandising Category

/

Ran -
Order

Mpan
Value*

r.

Sub-Topi

1

2

3

4

1.73
2e00
2.81
3.18

Importance of Display
Design Principles
Interior Display
Window Display

"47

. *The "most important item was recorded as 1 and the least
important item as 4.

c;$

4
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level more effective in meeting tgle needs of the businessmen.

One respondent felt that businessmen serving as guest

speakers followed by a question-and-answer period would allow

the students to help relate classroom work to the business

community. Another employer'felt that areal, effort should,

be made to .keep the classroom teaching as close to "what it's

really like" as possible...,

Another businessman felt that students needed to havea

strong sense of motivation and concern for the job that they

wanted'combined with a desire to learn -- not just a desire to

earn. Still another felt that most students were not taught

the importance of personal attitude in the 'selling s'ituation.

Finally, another employer 41t14icizethe program sating

that students should know that Distributive Education is an

educational program -- not just an easy way to get a job. He

also recommended that businessmen be apprIcked on the entire

program -- not just on student placement alone.
0

ANALYSIS OF BUSINESSMEN'S DATA

Some categories, and sub-topics, were determined to be

more important than other categories, and sub -.topics. The

analysis of data indicated that the following findings expressed '

the businessmen's viewpoints concerning a high schOol Distributive

Educationprogram:"

I. The Human Relations category was considered

to be the most important overall category of those'

surveyed.

FS
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24". The Merchandising category was rated second

in importance by employers. Salesmanship and Merchandisq

Information was rated third in importance.

3: The Visual Merchandising. category was,rated

leait impOrtant by employers participating in the

survey.

4. Businessmen rated thelfollowing categories

as having minor importance to the high school,

Distributive Education program: Sales Promotion,

EconOmics-of Distribution, Advertising, and Business

Services.

S. Businessmen felt\that the categories on .

Economics of DistribtIon, Business Organization and
.

-
Ownership, Advertising, and Sales Promotion could be

best-learned in the classroom.

6: Merchandising, Salesmanship., and ,Visual,,

Merchandising categories could best be learned on the

job rather than in .the classroom.

7. Human Relations could best be learned both

0
on the job and in the clas'sroom. Merchatdising,

Salesmanship, MerchaVising Mith, and Visual

Merchandising could profit from classroom and on

ihd-job learning.

8., Businessmen felt,that Communications and

Getting Along with Others were the most important

sub-topics in Human Relations, and they saw a

89



lesser need for Leadership Training.'

9. Market Research and Studying of the Buying

-Fundtions 'Were not considered as important by employers

as Store Operations and Management in the Merdharidising

'category. ll,

10. Product Knowledge and Steps in' the ,Selling

Process were important sub-topics of the Salesmanship

and'M Tolandise information category. Prospecting
x.

and Customer Analysts, Suggestion Selling, and Sales'.

a

,Demonstrations anti Critiques were not considered as

.impotant by businessmen.

11. Businessmen felt that Forms of Ownership

was an important sub -topic of the Business Organization

and Ownership category. Less importance was considered

necessaty for,Legal Aspects of Distribution -and the

History. of Distribution and Free Enterprise.

12. Employers expressed that a knowledge of

Basic Arithmetic wAs the most .important element of

Merchandasing Math. Mark Up and Marl Down, and

Inventory Control were minor.in importance- according

to businessmen.

1.3\. Employers felt it was more important to know

the Purpose of Sales Promotions than-to actually Do a-

Sate-SP-roimotion in a high school Distributive,

Edudation class.

14. Businessmen wanted stuflents to un erstand

90
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the Nature of the Free Enterprise System, and the

Laws of Supply and Demand rather than to study the

Stock Market.

15. Very little Importance should be placed

on the History of Advertising, but employers did

want students to know the Purpose of Advertising.

and understand the, Principles Involved in Preparing

an Advertisement.

16. Credit and Bookkeeping were'simportant

sub-tOpics of the Business Services category, while

the Credit Bureau and Methods of Credit Co.11ection

were Less important.

17. Employers surveyed expressed that Window

Display was the least important sub--opic in the least

important overall category.

18. Businessmen did want students to uniderstand

the Importance of Display and basio Design, Principles

when studying Visual Merchandising..);

RECOMMENDATIONS

:Baged en careful analysis of the data in this study,

recommendations are offered to facilitate1the growth and develop-
,

ment of high school DistribUt9re ducat.ior rograms in the state.

of Arizona: IV

1. Top p iority should be given to the follow-

ing subject matter in a high school Diitributive.

80

4

Education program of instruction:' Human Relations,'

4
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/

Merchandising, and Salesmanship and Merchandise

Information.

2. The falloWing subject matter was ,given a

lesser priority: Business Organization and

Ownership, Merchandising Math, Sales Promotion, and

Economics of Distribution.

3. The following subject matteT was, gi.yen t

lzeWest priority: Advertising, Business'Services,

and Visual Merchandising.

4. The following sub-topics,should be considered
iems

very important to a high school Distributive

Education program of instruction:

a. Communications

b. Store Operations and Management

.c. Salesmanship Product Knowledge

d. Basic Arithmetic

e. Definition and _Purpose of Sales Promotion

f. filature' of the Free. Enterprise System

g, Laws of Supply and. Demand

, v
h. Purpose"of,Advertising

i. Credit

j. Importance of Visual Display e

k. Visual Mer

5. The follo

handisAg Design Principles
.

ing sub-topics should be considered

to havelesser importance to businessmen in a, high

sghool Distributive Education program :.
' e



a Leadership Techniques

b. Market Research

c. SaleS Demonstrations and Critiques in Class

d. Inventory Control

e. Steldy.of the Stock Market

I- History of Advertising

g. Methods of Credit Collection

6. Businessmen thought the overall topics .of

Economics of Distribution% -Business Organization and

°Ownership, A vertisirig, Business Services, Sales

Promotion, an Merthandising Math ..could be best

learned (if taught) in the classroom rather than on

the job.

7. 'Busin ssmen preferred to have students learn

Merchandising, Salesmanship, and Visual 'Merchandising

,

on the job rather than in the classroom.

8: Businessmen felt that Human Relations should

be learned both in the classroom and olf. the job.



SECTION IX

REVIEW OF OCCUPATIONAL TITLES
WITHIN MARKETING CLUSTER

OBJECTIVES (Numbers 9, 10, 11, and 12)

Review occupatio,ns in the present marketing clUster

Streen DOT to- identify j-o-b -tot ies---satisfyingthe

parameters of this occupational cluster.

Screen the USOE classification system to identify

'additional job titles.

Review the identified t ties with the Director of:

Marketing/Distributive Occu ations at the Arizona Delar4.meni

Education.

PROCEDURE

Information

o.

satisfy the,se objectives was gathered,tom

the folloWing source

USOE Code

Dictionary of

Census of OccU

Census Code

ccupational'Titles

at ions

Department of Economic Security Data

Projections from the Ariz na State Director of

Distributive"Eduzation

O

.This data was coiled and compared in pi atAempt to insure

a.complete-listiml-of j b'titles within, the marketing and

distijbution cluster.

94
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FINDINGS A ND ANALYSIS '

84

The following code's will appear throughout the listings to

designate the sources.;

St "'''

OE = Offico'Of Education'instruetionaS
..PTograms (Numbers)

DOT = Dictionary of dccupttioaal
e

Titles (Numbers)

-ttr --= Census Occu pations (Nupbes)

CC = Gensu's Code, (Numbers)

DOEP DetailedOccupation of Employed Persons'
by Residence: 1970

Advertising 04-01

Display Mq.n oE04.0 /aot 298.081
. Display M4page'r OE 04.01 4
sAUVertiSing Assistahi OE 04.01
AdVertising Salesman 'OE 04.01
Advertising CO 807310
Advertising Agents and SallsmAn CC 260 /DOEP.
Stgri'Painters and Letterers CC 543/DOEP-

- Decorators and.Window Dressers CC 425
Public Relations Men arid Publicity Writers 'CC 192/0E13
Radio and Television' Anhouncers CC 193/DOEP

a

Apparel and Accessories 04.02,

Fashion Coordinator .OE 04.02
Footwear Salesperson OE 04-02/DOT 263.358:
Millinery Salesperson OE 04.02
Jewelry Salesperson OE 04.02
Stbck Clerk OE 04.02
Salesperson -- Shoe DOT 263.358
Salesperson -- Women's Garments DOT 263.458
Salesperson -- Infants' and Children's Wear DOT 263.458
Salesperson --Men's and Boys' Clothing DOT .263.458 .

Apparel and AsStciated Stores CO 625610
Shoe Stores 1:0625660
Jewelry Stores CO 625940
Stock Clerks and Storekeepers CC 381
Furriers CC 444
Jewelers and Watchmakers CC 453



Automotive 04.03

Parts Manager OE 04.03
Automobile'Salesperson 0E04.03/DOT 280.358
Parts Salesperson 04 04:103/DOT 289.358
Car Rental Clerk OE 04.03
.Automotive -- Repair and Service Salesman DOT 602.281
Salesman -- Automobile Accessories DOT 280.458
Salesman --.Motor Vehicles and Supplies DOT 280.358 .

Mo.;tor Vehicle and Equipment CO 615010
Motor Vehiole,Dealer CO 625510
Tires, BattaYY Accessories CO 625530
Miscellaneous, Vehicle Dealers CO 625590

Finance,and Credit 04.04

Bank Cashier OE 04.04 DT 186.4168
New Accounts Teller OE 04.04
Safe Depdsit Clerk OE 4.04
Operations Officer DOT 186.168
Banking 'CO 706010
Credit Agencies CO 706020
Stock Brokers, Investment CO 706070
'Creditmen CC t10/DOEP
Stock and Bond Salesman CC 271/DOEP
Bank Tellers GC 301/DOEP

oristry 04.05

Floral Designer OF 04.05/DOT 142:081
Flower Salesperson OE 04.05
Florist Supplies Salesperson OE 04.05

FloriStry CO 62596;0

0

Food Distribution 04.06 4. ;

1

Food S alesperson .0E 04.06/YOT.262:158/DOT'290.4.87
Dayer OE 04.06'
Cishier OE 04.06
Checker 0.E)04;06
'Bagger O 04.06
Produce Clei-k DOT 290.887

,

Food and Related CO 615640
Fara Produce -- Raw Materials CO 615050
Grocery Stores CO 625'410
"Dairy *PrQduct Stores CO 625450.
Bakeries, Retail CO 625460
Food' Stores, NEC CO 625490r--

sr) c

a



'Food service 64.07
a

. Food Checker OE 04,-07 4

Restaurant Manager- OE 04.07
Vending Machine Salesperson OE 04.07.
Busboy OE 04.07
Hostess OE 04.07
Waitress OE '04.07
Cashicer 'OE 04.07
Eatin a40 Drinking Placei CO 625800
Restaurant,. Cafteria,.-and'Bar Managers CC 230/DOER
Busboys:. ,CC 911/DOEP
Food-Counter and Fountain'Woricers CC 914/DOEP

' Waiters CC 915/DOEP
rood'Service Workers dc 914p0EP
Bartenders DOEp

S. G.

General Merchandise" Q4.08

Buyer OE 04.08.
Store Manager OE 04.08
IMerchandise Manager OE 04.6-8
Sales Pe son -- General OE 04:08/D04'-289.38
Salesman -- House-to-House, DOT 289.358
Salesman -- .Publications DOT 289.358
Salesperson --.Wooks DOT 289.358 ,

Purchasing Agent DOT 162.158
Demohstrator DOT, 297.458

-,- Operations Officer DOT 186.1,68
Department-, Mail Order CO 625310
Limited Price' Stores CO 625330'
Miscellaneous Merchandising Stores C0,625380
Sales Engineers CC 022/DOEP
iBuyers,.Wholesaleoand Retail Trade CC 2Q5 /DOEP
Purchasing Agents and Buyers.'CC 225/DOEP
Sales Manager 'and Department. Heads, Retail Trade CC 2310)0EP
Salesmen and Sales Clerks CC'280 /DOEP. '

Cashiers CC 310/DOEP
Shipping and Receiving Clerks CC 374 /DOEP
Stock `Clerks and Storekeepers CC 381
Stock Handlers' CC 62
Newsboys -Ct 266/DOEP

486

Hardware, Building Materials 04.09

Hardware Supplies Salesperson OE 04.09/DOT 276.358
StOre or Department Manager OE 04.09
Salesperson OE 04.09



°

-1

;Cashier OE 04.49
Salesman ---,-lauilVtng d'ild Construction Equipment

and Suppli& DOT 276.358
Sal erson,Ge,peral Hardward DOT 276.358
Salesman - Flfoot4Covering DOT 274.-358 .

Salesman nstruction Machinery DOT 276.358
Hardware Plumb'ng

Ion

615070
.Lumber, Con'struc Ion Material CO 615980
Lumber, Buildihg M eria CO 625210.
Hardware and Farm CO 625250

HardWare,,Farm and rd n-Supplies and Equipment 04.09-

0

Dairy Supplies Sal4Aerson OE 04.09
Store or Department 'Manager OE 04.09
Salesperson -- Yard Goods DOT 263.458
Salesman.-- Giain ,and, Fee Products DOT 274.358
Salesman -- Faxm.adGarden Equipment and Supplies DOT 277.358

-Salesman Lawn arld Garden Equipment and Supplies DOT'277.358
Hardware and Farm Enuipment ,CO 625250
Farm, Garden Supp,IYvS;tores CO 625930 -

,Buyers and Shippers Farm Products CC 203/D04EP

87

Home,and Office Furnishings 04.10
' 4

Furniture Salesperson ,OE 04.10/DOT 274.358
Sawing Machine Sales'Person OE 04-10
Hi-Fi SalespertOn 014..10

Furniture Store or t#partment Manager Oil 04.10.

Interior Designer ailld Decorator DOT
Salesman =- H?udehOld,Equipment- DOT 278.358
Salesperson and Appliances DOT 28.358
Salesman -- Household Ftrhishings, DOT 274.358
Salesman --,0iffice Machines
HomeFurnishing $.tores- CO 625710
Appl4ance, TV; Radio Stores 720,

,Hotel-Motel cind Lodging .04.11

Bell C'ptain OE 04.11 -- I

Bellm il OE 04.11
Room service Clerk OE 04.11
Lodging Facilities Manager OE 04.11

CAshi0r OE 04.11
Managr:, Apartment House DOT 86.16,W

HotePs and Motels CO 8.07010
Lodgf.ng Places, exc. Hotels C0,807040
Baggage Porters and Bell Hops CC 934/DOEP

.,.. _



Industrial Marketing 04.12

Sales Manager' OE. 04,12
Printing Salesman OE 04.12
UtilitySales Mana/gr OE 04. 2

Salesman OE 04.12
Auctioneers CC 26q/D0B-R>
De'monst'rators CC 262/DOEP
Hucksters and Peddlers CC X41. DOEP

Insurance 04.13

'Investigator OE 04.13
Claim Adjuster 0E104.13
Insurance Salesman 0 04.13/DOT 250.258
UnderwriA-er DOT 169. 88.

Life Insurance Undprw iter DOT 250.258
Manapr -- Insurance ffice DOT,186.1
Insur\ance CO 7.06300
Insurance Agents, Bro ers, and Under riters CC 265/DOEP
Insurance Adjusters, xaminers, and Investigators CC,326/DOEP

International Trade 04.14

Export- Import Agent OE 04.14
Import' Manager OE 04.14
Export Manager OE'0 .14

Personargervices 04

Funeral DiYector OE se)
Beauty Shop"Mamager- E 04.15
pry Cleaning Manager OE 04.15
Salesman Business S rvices DOT 252.358
Salesman--- Secuiities DOT 251.250 '

Laundry, Dry Cleaning CO 807210
Beauty Shops CO 80723
Barber.-Apflops CO 807240
,Shoe Repaii--pops CO 8
press Making CO 807260
Other Personal Services
Funeral Directors CC 21
Telegraph Messengers CC

Telephone Operators. CC
Attendants,' Personal Sery

7250

CO 807290
,./DOBP

383-1-Q0EP
84/DOEP
'ce 'DOEP

4



fetroleum '04116

Oil. Dispatcher OE 04.16
.Automobile -- Service Station Attendant 112._04.16

Salesman, Fuel DOT 267.358
Petroleum Products CO 615920
Gasoline Service Stations CO 625540
Fuel and Ice Dealers CO 625950

ti

Real Estate 04.17

Rental Agent OE 04.17
Property Manager OE 04.17
Real Estate Salesman .01X 04.17/DOT 250.358
Real Estate CO 7065-00
,Real Estate Agents and Brokers CC 27Q /DOEP

Recreat'ion'and TOurism 04.18.

Tourist Director OE 04.18
Theater Manager% OE 04.n
Hobby ,Shop Director',OE 04.18.
SportingrGoods Sales /person OE 04.18
Spoiling Goods Manager OE 04.181
Motion Pictures, Theaters CO 807800
Bowling Alleys, Billiards CO 807930
MisOellaneous Entertainment CO 807940
Attendants, Refeation and Amusement CC 932/D0
Ushers, Recreat on and Amusement CC 953
Social Workers DOEP
Recreational Workers bOEP

Transportation 04.19

Airline Stewardess OE 04.19
Traff.ic Manager OE' .04.19

Rate Clerk OE 04.19
Railioad and Railway Express CO 514000
'street Railway, Bus-Line CO 514110
Taxi CO 514120
Trdcking CO 5142.10
Warehousng and Storage CO 514220
Water Transportation CO 514400
Air TransprortatiOn CO 514500
Pipeline qra'&sportation CO 514600
Transportation Service's CO 514700

89'



90

Dispatchers and.Starters, Vehicle CC 315/DOEP
.Ticket,.Station,and Express Agents CC 390/DOEP
Deliverymen and Routemen -CC 705 /DOEP
Taxicab Drivei-s d Chauffers CC 714/OEP
Airline Stewsrde ses CC 931/DOEP
Ba?age Porters nd Bel, Hops CC -934/DOEP

D

Other cChemical and Drug, Solicitor) 04.99

Salesman -- Chemical and Drug DOT 266.358
Solicitor DOT 293.358
Telephone Sblicitor DOT 293.358
Contribution Solicitor DOT 292.358

o

Table' 17 includes the current 'employment figures,
o

projection for expansion, and replacement needs for marketing

and distribution occupati-onn'eeds for Arizona. These figures

were compiled by the State Department of Distributive Education.

RECOMMENDATIONS

1. Distributive Education personnel within the'siate of

Arizona should: be.made aware of the job titles included in the

marketing and distribution cluster and of projected training
CY

.needs.to satisfy needs of'each jOb classification.

2. Continued attempts should be made to verify the State

Depsrtment's projectibns.

.9



;tate of Arizona

Table 17'

Employment Opportu ities Related to-Vocational Education Programs
L bor Demand and Supply Summary

Fiscal Year

.

)E Code.
Instructional

., Progrim

\

,

CurreInt
Employment

i

,

Projected Expansion and
. Replacement Needs

0.. .

. PrOjected 1.,:

Vocational Educat
Output

. 197.4 1975 1979 1975 1979

04.01 Advertising Services 520 2g 28 115- 117
04.02 Apparel and Accessories 5,587 307 305 520 995
04.03 Automotive . . 7,381 406' 403 369 443
04.04 -Finance. and Credit- 5,675 -312 310 . 1,305 1,504,
04.05 Floristry 681 ° - 38 37° 266 -212
04.06 Food Distribution 19,040 1,047 1,040 248 267,
04.07 Food Serviles ` 28,912 1,590 1,589 168 131
04.08 General Merchandise 13,,2°51 729 724 967 8,741
04.09 Hardware 4,436 , 244 242 133 155,
04.10 Home Furnishings 4,099 225 '.224 262 266
0.-11 Hotel and Lodging 7,408 407 :, 404 133 137.
04.13, .Insurance . 7,37.9 406 ;,403 524 989
04.15 Personal Services 11,9 3 659 r 651 1,489 1,497
04.16 *Petroleum 6,1 2 337 334 443 398:
04:17 Real Estate , 7,6 2 419 416 1,463 1,371
04.18 Recreation and outism 2,997 165 164 . ' 273 285
04.19 Transportation

,

... 12,92 - 711 706 517 969
04.20 Retail TradepOther. 11,82 650 645 532 993
04.31 Wholesale Trade, Other 6,578 362 359 263 270'
04.99, D. E, Other 5,963 318 316 596 894

4 --
.

OTE: Expansion = Reflects one year expans on
Replacement = Reflects number needed per year for replacement purpgsestivi not a

itus.)
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r. Table 17

loyment Opportunities Related to Vocatiohal Education Programs
Labor Demand..and'Smpply Summary

Fiscal Year Ending June 30 19

al

.

Current
Employment

.

Projected Expansilm'and
Replacement Needs i;

.

Projected. Labor Sdpply,
.

Tocational Education
Output

Other Sectors
Output

,

1974

.

. 1975 1979 1975 1979 1975
.

1-979

ices
ssories

it

n '

Ise

;

/,

ouri/0

he
0 her

.

'

520
.5 ,87---

7.381
5,675

681
19,040.
28,912
13,251.
4,436
4,099
7,408
7,379.

11,913
6,122
7,622
2,997

12,924
11,820
6,578
5,963

,

ii

29
307
406
312

c":".41L.,.
1,047 '

1,590
729

. 244
225
407
406
655
337
419
165
711
650
362
318

-

2,i

,,,305

-,403
310
37

1,040
.).

1158y
724
242
224
404
403
651
334
416
164
706
645
359
316

.

°

.

,
. 115
520
369

. 1,305
266
248
168
967
133
262
133
524

1,48p
443

1° ,463
,

273
517

3623
.

596

117
995
,443

1,504
272
267
131
874
155 -
266
137
989

1,497
398

1,371
.285 .

969
993
270
894 .

.

.

.

.

..

.

.
.

ts one year expansion
ects number needed per 'year for replacement purposes0"-- not a total for five years

(ga

13
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SELF--CONCEPT INVENT.OkY\

STUDENi! INFORN4TION SHEET

'9 7

Please answer the .following questions on = y and accurately as
'possible..

,A. PERSONAL DATA

Nathe

Last First Initial
4

Age r
. Date of Birth,

Sex N F

(circle one)

EDUCATIONAL DATA

Nam-1 of Sthool

,

Place. of -Birth

city ate country
. .

mouth day year,

Class Year^ FreEhman. Sophomore . union Senior .
_.

(Circle one) I.
,

Name of Teacher

of .rhiTs: ass .09

..2-
.

Grade Received 'in this class.,
Last report card

- , , t", .

\
,-___

,..________ --Number ofye-ars you have attended th/ school

. . , . years mon th !, :..

0\

Name of thy/last school you.atevi.ded

11.141-1__S-c-hnn 1Was this school a Jr ..'11iallktPc:1
(cirdl one) .

In what town or city and state was the above school located--

City (Town) State

,

Length 'of time you attended that school
.

years months

, .7%. **.

g



WHAT COURSES OR CLASSES ARE YOU NOW TAKING OR HAVE TAKEN DURIaG THIS
CURRENT SCHOOL YEAR 1971-72. WHAT GRADE DID .YOU RECEIVE IN THESE

COURSES THE LAST GRADING PERIOD.

GRADES

g

WHIIWAS YOUR GRADE POINT AVERAGE AT THE END OF .THE LAST
SCHOOL YEAR?

DATA ABOUT PARENTS OR GUARDIAN yes no

Is your:father (or person who support you) working?

Do. both your mother and father Work?

What is your father's occupation?
(or person who supports you)

98 _

ClaeCk oat, N

Describe hi's main responsibiltties
while on the job. Mbo does he do?
What does he perform&

.If your mother works, what is her
e

occupation?

Describe her main respon -siblities

while on the job.

th,,

AO ol 10 .1 i 11111... m .
1,1.0



D. CONCEPT ,DF ABILITIES

Below are eight questions which ask you directly about how you
think of yOurself In terms of school ability. Please cirelo Ckle
letter in front of the statement' which best answers etch oue<r7.17r.

`ok

1. How do you rate yourself in school ability compared with your
close friends?

A. I am the best
b. I am above average
c.. I am average
d. I at below average:-
e;,-I am the poorest

2. How do you rate ~yourself irrischeo
in you class in school?

99

a. I am among the b&st
b. I am above average
C. I am Average /

I am below average,
e. I am among the poorest

3. Where do you think you would rank in your class in high school?

a. _among the best

lity compared with :those

b. "above average
c. average

belo%average ,

e. .among the.poorest N
1"

Do you think you have the abil ty to, complete college?

a. yes, definitely
b. yes, probably
c. not sure either way
d. .probably npt
e. no

5. Where do you think you would rank in your class tkt college?

a. among thebest
b. above-iverage
c. average.
d. below average
e. .among the poorest

,

No,



+1 0

. In order to become a doctor, 'lawyer, or,university professor,

wo beyond ,four years of college is necessary. How likely do

yoiti think it. is that you could complete such advanced work?

af. yel,y likely
somewhat I Ty

not sure either way
rt , unlikely

e. most unlikely

. Forget for a moment hOW others grade your work. In your own

opinion how good do- NPOu think your work ,i.s?

my work is ekoellent
my work is good

' my work fiaverage
Id. my work is below average
e. my work is much below average

:.8. What kind of grades do you think you are capable of getting?

a. mostly A's
b. mostly B's
c. mostly C's
d. mostly D's
e. mostly E's

E. CONCEPT Op VOCATIONAL,ABII.ITY

loo

Below are eight questions which ask you directly abouthOw you think
of yourself in terms of occupational ability. Please 'circle the

letter in front-of the statement which BEST aaswers each question.

4. Do you think you have the ability to do any job you*desire?

5
a. yes, definitely
b. .yes, probably-

not sure either way
d. no, probably not
e. no, definitely not

How do you rate yourself in your ability to do a job youwould
want in comparison touur classmates who have similar interests?

a. I am among the best
b.. I am above average

4

c. Yam average
am below average

e. I am the poorest
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3. Wherea6 you think you would rank -inyour ability to do your
favorite job? s.

a. among the best
b. above average
c. average
d. below average
e. among the poorest

4. ,Do you feel you'have the- ability to complete training necessary
in the occupation of your greate'st int6vrest?

a. yes, definitely
b. yes, probably
c. uncertain
d. no, probably not

-AO, defi4tely not

5. In your oeinion\how goo4 do you think your we be in the
occupation yo mighCchoose?

a. my work wou very, good
b. my work wpul be above Average

, c. my work would be average
d, my work would be belmii average
e. my work would be rather poor

6. After 5 years of working in the_job of your greatest interest,
where do you think yow will rank in comparlion with other's who
have held ;the saws. ob Tor 5 years?

a.% among gie best
b. above eVerage
c. average
d. below average('

e. among the lowesi

7., If youyere interested in one of these'occupations: barber,
beautician, taxicab driver, carpenter, or farm'laborer, how
well do ythiL feel you could do?

a. Among the hest
b. above average
c. average
d. below average
e. a ong the poorest

1. Given t at you were elected president of the United States:Flow
well. do ou think you could carry out. the dUbes of that office?

a. I would be ong the best

b. I would be aboft-Average
c. averageA_. I would be below average
e. I couldn't do it



. 102

- F. PERCEIVED PARENTS TI

Below are 5 qua stiOn which ask you,directly how you think ycy
Parents would rat- your school Please.eircle the-1,1tter
in. front of the tatement which BEST answers each cluc.41..

1. How do ou think your PARENTS wo04-1.1re your school ability.
compared with other students your age?

a. among the'best.
b. above average
C., average
d. below average
e. among the poorest

.

a

3

2. Where do you think yourTARENTS would say you would rank in your
high scheol graduating class?

a. among t-he best,
b. above average
c. average
d. below average
v. among the poorest

3. aDo you think that your PARENTS would say you have the ability to
complete

Yes', definitely
). -yes, probably-
c. not sUreeither-way
-d. probably not
e. .definitely not

-4. In order to becOme a doctor; lawyer, or university professor,
work beyond four yeses of college is necessary. How likely do
you think your PARENTS would say it is that you could complete
suchadvanced work?

a. very likely
b. somewhat. likely
c. not sore either way
d. somewhAt unlikely
e. very unlikely

5. What kind of grades'do you think your PARENTS would say you are
capable of getting in general?

a. mostly A's
b. mostly 13-'s

c. mosay C's
d. mostly D's
e. mostly E's

14



G. PERCEIVED FRIENDS' RATING

Below are 5 questions which
closest Priendd would rate
letter in.front of tha sta

1. How do you think ails
compared with other st

among the best,
1:1; above average
e average
da,_,,-below average

e. .among the poorest

Where, o you ,.thin th s FRIEND' would say you would rank in your
Irigschool gra uatin class?

ask yrSu directly how
4ur)schoolabiliry."
eMent whieh,BFSt answe

TEND would rate your
den s yo

,

\ur age?

1,

1

103

you think' your,

Please circle The
rs,eactlsuestion.

schbol ability

.

../a. among the best
----- b. above average

c. average
d. below average
e.7 among the poores

3. 1:lo you think that this
complete college?

a.

b.

c.

d.

e.

yes, definitely
yes, probably,
not sure either
probably not
definitely not

w a

FRIEND would say you have the ability to

i

4. In order to become a doctor,
.

lawyei, or university professDr,
work beyond four, years of college is necessary.. How likely do
you ttlinff this FRIEND would- qay it is that you could complete,

such' advanced work. . -

a.

b.

c.

d.

e.

very likely
somewhat likely
not sure either way
somewhat unlikely
very unlikely

5. What kin& of grades do you think this FRIEND would
capable of ettfng in general?

a;

b:

c.

a.

- 6.

mostly 'IV a'

mostly B's
mds tly, C' s

mostly D's
most, Els

say, ysu are



H. PERCEIVED TEACHERS' RATING

Below are 5 questiols which ask you directly how you think your
. Teacher would rate our school ability. Please circle the Jettel
in front of the sta ement Which BEST answers each uestin.

1. How do you thin this TEACHER would rate your school ability
compared with o her studentsjour age?

a. among the b st
b. above avera _e
c. average
d. 'below avera e
e. among the a orest

2. Where
high

you thi k this TEACHER would say you would rank in
your high 'school graduating class?

a. among-the b
b. above avera
cl average
d. below avera
e. ,among the p

st

orest , cku
,

3. Do you think t at this TEACHER would say you hive the
p,0 complete cb lege?

" a. yes, defin t;iy
.yes, proba4 ly

c. not sure- e ther way
d.'Probably n t
e. definitely not

4. 'In older to be ome a doctor, lawyer, or university professor,.
work beyond fo r years of college is necessary. How likely do
you think' this TEACHER would say it 1s-that you Could complete
such advanced ork?-

ability

a. very. likel

b... somewhat 1

c. not sure e
d. somewhat u
,10. very unlik

5. What kind of g
capably of get

. NI. mostly A's
b. mostly B's

mostly C's"
d. most* D's
C. mostly -VS

kely
ther way
likely

1Y

ades do you thinle,this,fEACHER would say you are
ing intfeeral?
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A SURMEY TO DETERMINE THE WORK VALUES
OF COOPERATIVE-DISTRIBUTIVE EDUCATION

STUDENTS IN ARIZONA

Statement of Puroose.

.

The purpose of this survey is to determine to what extent
cooperative distributive education students in Arizona are
selecting a career goal in marketing and distribution which
is in accord with the satisfactions or values they are seeking
in work.

106

Questions to be Answered

1. To what degree do cooperative distributive education
students'hold the valuesspecified in Donald Super's
Work Values Inventory?

2. To what degree do occupational workers in the field of
mar eting and distribution hold the values specified

:Donald Super's Work Values Inventory?

3. How closely do the work values of cooperative diatri
butive education students correspond with the work\
values of occupational -workers in their Career goal
in marketing and distribution:?

Outcomes

1. Will know specifically ilhat cooperative distributive
education students are seeking in work.

2. Will kn specifically what occupational workers in
marketing 'and distribution are seeking initheir work.

'N. 3. Will know how -closely the work values of cooperative
distributive education students match the work values

- of workers- it their chosen career goal in marketing
and distribution.

Significance

This knowledge will aid the student and'the coordinator
to clarify goals and to determine the apprppriateness of
distributive education training._ Knowing the work values
which motivate cooperative distributive eduCation students,
and having inyforMation concerning the values which occupational
workers in, marketing and distribution are s eking, provides

'1. an important basis for career-oriented deci.ion making.
is

..
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The statements below reprc..ent values -Nvhich people consider illIpoELl1,1 in their o k.

\Thes ;K SatiStliCtiMIS- which pt.64)11e )ftn Sk their jobs or as a resAilt of their jobs They
not all einisidered tinnally important: so are very important to some ppople bin impin lane

to others. Read each statement c...irefully -End indicate how important it yon.

107

5 means n'ery 111113'6r-cant')

4 means -Import:me'
3 means -Moderately Iaportanr
2 means **Of Little Importance-
1 means -Unimportant-

(Fill in one oval by each item to show your rating of the.. statement.)

`Work in which you . .

1. have to keep. solving new problentsl.

2. .. help others.

3. ... can get a ,raise.

4. ... look forward to changes in your job.

5. : have freedom in your own area.

6. gain prestige in.your

7. .. need to have artistic ability.

8. .. are one of the ga
_

9. know your job will last.

10.- .. can be the kind of person you°would like to be.

11. ... have a bosPwlio -gives you a square deal.

12. ... like the setting' in which your job is done.

13. .. get feeling of having clone a good day's Work.

14. . have authority over others.

15. ... try out new ideas and suggestions.

16. .". ...create something new.

17. ... know by the' results when you've done a goial job.

18. ... have a boss who is reasonable.

19. ... are sure of always riav g a job.

20. . beauty to the %.)rld.

21. . . make your own decisionsc

3
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22. ... have pay

5 means 'Very Impoytant"
4 mean, -Important'.
3 means -Modc-ratiAy Important"
2 means pi* Little Importance
1 means Vninum-tatit

increases tlyt- keep up with the cost of living.

23. ... are mentally challenged.

use !eldership abilities:

.25. ... have adequate lounge, toilet and other facilities.

26. ... have a way of life, ;'"Iiile not on the job, that you like.

1

27. : . form friendships with your fellow.-employees:

28. ... know that others consider your work important.

29. ... do-net do the same thingall-the

30. ... feel you have helped another person.

31. ... add to the well-being of other people.

32. ... do many different, things.

33. ...we looked up to by others.

34.

35.

. have goOd contacts with fellow workers.
T.

lead the kind of life you most enjoy.
a

36. .. have a good place in which to work (good lighting,_quiet,
clean; enough space, etc..)

37. .. plan and organize- the work of others.

38. .. need to be mentally alert.

39..2 .. Are paid enough to live right.

90. . are yortr own boss.

.. Make attractive products...

T

42. . . . ore sure of another job in the company if. your present job ends.

'

43. . have a supervisor who is considerate.

44e See the results of your efforts.

contribute new ideas.
Now check to be sure that Rau rated eivry statement.

-'--"-- -120
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'DISTRIBUTIVE EDUCATION STUDENT PROGRAM EVALUATIO

DIRECTIONS: This scale has been prepared so that, you
program. At the end of each statement are

SA
1

Strongly Agree

A
2

Agi.ee

U
3

`Uncertain

110,

can evaluate- your distributive eaucatiori,
abreviations for the following responses:,

' ,D
4

Dieagree

Ca

Str9ngly Disagree

If you strongly agree with the statement blacken the L'on the answer sheet. This would mean' you
are very_iatistied with that part of your DE program.

If you agree with the statement blacken, the °2 on the answer
isfied with that part of your DE program.

,

sheet. This 'would mean you are sat-
,

If yoit.are uncertain if you agree Or disagree with the statement blackenhe 3 on the ane.wer shet.
This would mean you are neither satisfied nor dissatisfied with that Fart of your DE program.

If you disagree with the. statement blacken the 4 on the answer- sheet. Thi's would mean you are
dissatisfied with that part of your DE program. ft.

If you strongly disagree with the statement blacken the 5 on the answer sheet, This would
you are very 'dissatisfied with that part of your DE program.

2..' oy'bt program has met my needs as a student preparing for a job
in the field of marketing and distribution.

cia

2. By studying the planning, pricing, prornotitg, and distributing of
goods and services in DE, I improved myself asan employee.

3. By,studying the buying, advertising, and selling of goods and services
in t)E, I improved myself as an employee.

4. DE has helped/ me understand my role in the field of marketing and
distribution: /1

5. My DE program, through regular partitime employment, has prepared
me, to enter and advance in a job marketing and distribution.

6. My DE program provid me an opportunity of getting help,in the
related class for any pr lems I had en-the-job.

,/

7. My DE program. provided me the opportunity of learning and prac-
ticing skills in the related class that I needed to develop for my job.

8. When I studied such things as job interviewing and selling, I had
the opportunity to really practice going through a job interview and

h a sale.

9. My DE program gave me the opportunity to make decisions for my-
self and to face the'consequences of those decisions.

10. By participating in DECA activities, such as local, regional, and state
Inferences, I have learned to me t. and get along with new and dif-
ferent people.

11. By participating in DF.,CA activities, I ha-:e further developed the
'skills that I. normally learned on-the-jab.
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SA A U

3

D 1/
$1,+

0

i 1 2 3 4 5

2 3 4 5

2 13 4 5

2 3 .,4 5

1 2 3 4 5

1 2 3 4. 5

f
1 2 3 5

1 2 3 4

1 2 3 4 5

1 2 3 4 5
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12. By participating in DECA activities, I have learned Vie value of
,,people, working together to achieve a conimbn goal.

:13. As a result of being in DE, I now better, understand! how our free
enterprise system allows us to choose how we will earn a living and

.spend our incomes.

'14. My. DE program has helped me to value more the American system
of Democracy and Free Enterprise. .

.
15. My DE program has helped me to see that businesses have eivic.re-

sponsibilities to society, such as help:rig to raise money for the United
Fund. 4- r i

16. My DE prqgram has helped me to see that businesses have moral
Responsibilities to society, such as providing safe and fa4ly-priced
products.

.
.

17., ,My DE program has helped me to 'see that businesses have social

, responsibilities to society,, such as providing jobs to people regardless
of race,_ cokit, or creed. -(1.

_.k.. ,

i,18. My DE program has encouraged me to be loyal to my employer.

tD. My DE ppograrn has encouraged me to be honest With my employer
rind with other people.

20; My DE program has shown me that I can make, a contribiltion to'
society as an employee in the field of marketing and distribution.

. .

21. My DE program has helped me to understand the importance of
pleasing the' customer..

22. My DE program has, helped me to improve my skills, thereby pre-
paring me to be a more efficient employee.

23. My DE program has helped me to see the value of getting specialized
"training for a job area in marketing and.distribution. ,

24. My DE job provided me with experiences, such as stocking4and
that were in keeping with my interests and goals m marketing and

, distribution.

25. 'My DE pro ni helped the to decide if I was really Capable of meet-
ing ;my, car er goal in marketing and distribution.

26; My PE program helped me to decide if I was really interested in my
chosen goal in marketing and distribution.

27. Mx DE program helped me to decide if there might be another career
goal for which I would be better suited.

28.. In my DE program I was repectecl and treated as an individual.

SA. A
2

U'

.3

D sr)
4 5 .

1 2 3 4 5

1 2 3 4 5

2 3 4 5

2 3 4 5

) 4 5

t
.

1 -2 3 . 4 5

1 2' 3 4 5

j 2 3 4

1 2 3 4' r

1 2 3 4 5

1 2 0
3 4 5

3 4

1

2 3 4

)-
1 2 3

1 2 3 , 4 5

re



ak,-
29. WI E'program helped me to find?nd solve problems that interfered'

wit_ h 'rny learning at school and on-the-job.

30; My DE program provided me with guidance in planning my formal
. education in school.

31: Through my DE program, I have been adviSed regularly as to the
progress I have made toward my career goal.

32. My' DE program has made me aware of the-opportunities and careers
available to me in marketing and distribution.

33. Through my DE program, I have kept records, along with my word-
inatoar, that show the progress and skills I. have achieved.

34. My DE teacher made sure that the time I spent on--the-job did not
exceed a normal 40-hour week.

SA' A II D SD
1,4 2 3 4

3 4

3

4

1 2 3

35. My DE teacher made sure that the time I spent on-the-job left me 1

with enough time and energy to maintain my grades in my other
classes.'

36. My DE training sponsor provided me with real-life learning exper-
.

fences- while I was on-the-job.
.

37. My DE program helped me to learn kaw to better get along with my
fellow students and workers. A,

38. My DE program, gave me the opportunity to use my communication
skills; such-as speaking, writing, and liStening, in the field of market-
ing and diStribution.

39. My DE,program gave me the opportunity to- use my math skills, such
as figitrina discounts and sales tax, in the field of marketing and
distribution,. .

40.- My DE program has helped me to better understand 'why businesses
exist.

41. M y D E program -has helped me to understand how consumer spending
can help determine the successor faillire of a business.

42. My DE "program has helped me to understand that competition among
businesses can increase the efficiency of these busirksses.

. a .

43. My DE pFogram haS helped me to see how other subjectS, such as-
Englisk social studies, and math, can be used in the field of market-
ing and distribUtion.

44. My DE program provided adequate equipment and supplies in the
classroom that were helpful in learning.

45.- My DE program, provided films, film. atrips, records, and other audio
visual aide that were helpful in learning.

123
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5

5

3 4 5

3 4 5

1

3 4

4
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1 2 .
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ISACHR7COORD±NATOR EVALUATION OF DISTRIBUTIVE EDUCATION

These statements are prebented as genera)lzations and
represent OpiniOns rather than facts. As.opinions, they .

are neither right nor wrong, and your agreement or dis-

agreement will be determined largely in terms of your

particular experiences. Indicate your position on the

statement asit first impresses yoU!

125



11.5

TEACHER-COORDINATOR: BVALUAT/ON,OF DISTRIBUTIVE EDUCATION

DIRECTIONS: This scale has been prepartd so
that-you can evaluate your

-distributive education program. At the end of each statement

are abbreviations for the following responses: .

SA; A( u D .SD

1 le , 3 :- 4. 5

Strongly Agree Agree Uncertain Disagree Strongly Disagree

If you strongly agree with the-statement blacken the 1 on the answer sheet.

This would mean you are very satisfied with that part of yoUi DE program.

If you agree with the,statement
blacken the 2 on the answer sheet: This --

would mean you are satisfied with that part of your DE program.

If you are uncertain if you agree or,disagree'with the statement blacken

the 3 on the answer sheet t-
This would mean you are neither satibfied nor

dissatisfied with that-pareof your DE program.
.

.

If you disagree with the statement blacken the 4 on the answer sheet. This -

would mean you are dissatitfied with that'part of your DE program.

If you 2124TaitEgaKes:with the. statOent blacken the 5 oa.the answer

sheet.. Thies would mean you are very dissatisfied with that part of your

DE program.
,

44-A D SD

1. The DE program has met the neecls. of my:students preparing. 1 (2 3 4-, 5

for a job in the field of marketing and distribution :-

2. By studying the planning, pricing, promoting, and 2 3 4 5 -

distributiegqf goods and services in DE, my students

- have improved as employee.s.
.

By ttedying.the buying; advertieing, selling of- j 1 2 3 ,4 5

goods and cervices in DE; my' students have improved

as employees.
.

.

4. DE has helped my students to understand.theirrqg .

in-the field of marketiUg,and- distribution. .°4

5. The DE program, through regular part-time- employment,
1 2 3 4. 5,

has prepared my students to enter and'advance in jobs

in marketing" and distribution.

2 3 4 5

f.

6. The= program provided my.studenfs'an epportAity o

getting help-in the related class'for any problems

they had on-the-job.

7. The DE program provided
learning and practicing
they needed to develop

1 2 3 4 5

my students the opportunity of 1 2 5 4 5

skate in'the related class that

fOr their- jobs.
1.A.6
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SA A U D SD.'

8. When we stu ied such things as job interviewing and. 1 2 3 4 5

selling, th students Ilad the oppdrtupity to really
practice go ng through a job interview and a sale. %

9. ',The DE pro am gave my students the opportunity to

make decisi ns for themselves and to face the
consequence of those decisions.

1 2 3 4 5

10. Byparticipating in DECA activities, such as local, I. 2 '3, 4 5

regional, and state conferences, my students learned
how 'to meet and to get along with,new and different
people.

11. By paiticipating in DECA activities, my students 1 2 3 4 5

have further developed the skills that,they normally.

learned.on-the-joi;.

12. BY-Participatingin DECA activities, my students have 1 2 3 4 5 -

,learned tke,value of people working together toschieve

a common goal.

13.. As a result of being in DE, my students' now better

understand how our free enterprise system allows us
to chobse how we will earn a living and spend our

.incomes.

lit. The DE prograft has helped my slydents to value more
America's system of Dehiocracy and Free Enterprise.

15. The.DE program:pas helped'my students to seethat
businesses have civic responsibilities to society,
such as helping to raise money for the United Fund.

16.. The DE program has helped my students to see that
businesses have moral responsibilities to society,

such as providing safe and fairly-priced products.-

17. The DE 'program has helped my students to see that

;businesses have social responsibilities to society,

such as providing jobs to people regardless of race,

color, or creed.

18. The.DE program has encouraged my students to be loyal 1 2 3

to their employers. .

1 2 3 4 5

1 2 3 4 5

1 2 3 h 5
up

1 2 3

1 2 3

19.' The DE program has encouraged my students to be honest 1 2 3

with their employers and with other people.

20. Tkie DE program has shOwn my students that they can 1 2 3

make a contribution to society as an employee in the

field of marketing and distrlbution.

0.1. The Mprogram has helped, my students to understand r, 1' 2 3

the importance of pleasing the customer.
4 '70.41

-11. tf

4 5'

4 5

4 5

4 5

4 5

4 5



The DE program has"helped my students to.improire

their skills, thereby preparing them tb be more
efficient employees in the field of marketing

and distribution.

117

SA A U D SD
1 2 3. 4 5

The DE program has helped my students t see the 1 2 3 4' 5

valve of getting specialized training f r jobs

in marketing and distribution,

24. The DE jobs have proyided my students with exper- 1 2 3 4 5

iencep, such as stocking or selling, that were in

keeping with their interests and goals in marketing

and distribution.

25. The DE pr-ogram helped-my students to decide if they 1. 2 3 4 5

were really ehpable of meeting their career goals

in marketing and distribution.

26. The DE ,program helped my students to decide ff they 1 2 3 4 5'

were really interested-in their career goals in

marketing and distribution.
0-

27. The DE. program helped my students to decide if there 1 2 36 5

might be another career goal for which they would be

bettersuited.

28. In the,DE program my students were respected and 1 2 3 4 5
treated as individuals.

29.' The DE program hel my students to find and solve 1 2 3 4 5
problems that int rfered with their learning at school

and on-the-job:,

30. The DE program provided my, students with gul ance in 1 2 3 4 i/

planning their formal education in school.

31. Through the DE program, mY'students have been advised 1 2 3 4 5

regularly as ,to their progress toWard their career4oal;

'5
32. The DE program has made my students aware.of the

oppor unities and.careerf available to them in--

market]; g and distribution.

33. Through the E program, lay students have kept records. 1 i$ 4' 5

along with m that show the progress and skills they

have achieved.

1 2 3. 4

34. I made sure that the time my students spent on-the-job 1 2 3 4 5

did not exceed a normal 40hour week.,

35, I made sure that the time my students spent on-the-job 1 2 3 4 5

left them with enough time and energy to maintain their

grades in their other classes.

1Z8



36. The DE training sponsors provided my students with
real-life learning experiences while they were
on-the-job. .

37. The DE program helped my students learn how to better
get along with their fellow students and workeri,

38. The DE program gave my students the o ortunity to use

118

SA A U D SD

their, communication skills, such as s eating, writing,
and listening, in the field of.marketi and distribution.

39. The DE program gave my students the opp tunity to use
their math skills, such as figuring discounts and sales
tax, in the field of marketing and distribution.

40. The DE program has helped my students,to
'stand why businesses exist.

bett(r under-

41. The DE program has helped my students to understand how
consumer spending can help determine the success or
failure of a business.

42. The DE program has helped my students to understand that
competition among businesses can increase the efficiency
of these busiitsses.

43. The DE program has helped my students to'see host other
.subjects, such as English, social studies, and math,
can be used in the field of marketing and distribution.

44. The DE program provided adequate.eqapment and supplies
in the classroom that.were helpful in learning.

45. The DE program provided films, film strips, records,
and other audio-visual aids that were helpful in learning.

440 1z9

1 2 3 4 5

1 '2 3 4 5

14,

1 3 4 5

1 2

1 3 4 5
4 6

1 2 3 4 5

4

1 2 3 4. .5

1 2 3 4

1 2 3 4 5

1 2 3 4 5
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DISTRIBUTIVE EDUCATION COORDINATOR
PROGRAM IMPROVEMENT QUESTIONHAIRE

0

DECA

ti

120

1. Do you feel DECA is necessary in accomplishing the overall educational

objectives of the high school Distributive Education program? Why?

tn.
ig.

2. What phasse or DECA do you think is most beneficial to the DE student

In their learning about marketing and distribution?

3. What DECA actilties aro least desireable to you? Why?



f21

PROGRAM IMPROVEMENT QUESTNAAIRE

4. How do you relate or include DECA activities into-your-instructional
program?

5. What suggesti
relate to your.

AADET

you have for improvement of DECA activities as they
tributive Education program?

1. Do you feel there is a need for a professional organization for
Distributive Education tellers in the State of Arizona?

132
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APPROVr.tir:n PUEr.TT.fr!1.1MRE

'What do you tee as the relp of AADET?
a.

3. Are you .satisfic:-: or dissati:fie..1,..litil the present .role of P.ADET? Why?

4:

4: Do y '5u feel their is adequate communication among AADETine.mbers?
If , explain.

5. What suggestions ac, you hve-for imp .' 'event of .AADET's 'role for DE'

coorciinate.ws in Arimnit.?

1

41e

'
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PROGRAM IPROVERENT QUESTIONNAIRE a 123

State Department

1. Uhat.4o you see as the role of the State DepartMent Of Education in
connection with your local Distributive Education program?

a

a

O

2, Are you sdtlsfied or dissatisfied with the role of the State Department
of EdUcation%Why?

a

o 0

Oo you feel their Is-tee:pate comunic.ltjons bctwcen the State.Departmeat
and the Moordinater? If no, 6;plain.



PROGRA.14 IL PROVEMEW QUESTIONNAIRE

4

4. Do you feel there are pressures from the State Deparl4lent: concerning

the operation of your program? If yes, explain.

124

5, What suggcstions do ynu have for improvement of the State Department's

role as ;t iolates to the operation of yoUr DE program?

by,

Teacher-Education

1. Now could the role of the teach,r-erluCator be of more service to you?

.
4



:TOGRAI4 IMPROVENEFIT QUESTIOMAIRE.

125

2. Do you feel thdre is adequate comm=miutions vilth the tincher-eUucat6,-;?

Irnot, what suggestiou do you have for improvementoof ooxmunications':

J

A

3. Would you like to see more in- service workshops provided? If yes, what

s' kind?

I

4. Would.you like to Se2 more professional-DE courses offered by thd

universities? What kind?

a
a

What suqgestions.do.you have for improvement of the teacher - educator

function?

a

136

A

i



1

Pri00,AM IMPROVEMENT QUESTTONNAIRE

School Administration

1. What do you see-at the role of your school administration to your prog:-am?

2. Now could this relationship be improved?

3. Do you feef4our adMinisrat.ionAinderstands your pfogram and strongly .

Supports it?

,.Now could this ba improvqd?

la

v^

5. What changes would yOu like ill the place Your program

within the school environment? '*



N

-PROGRAM IMPROVEMENT QUETIONNAIRE

-School' Administration

.1

a

I

126

1. Uhat do you see as the role of your school administration to your program?,
r'

2. How could this relatibriship be improved?-

3. Do yo
' tippbr

C

.0

1 yoUr.administration understands yoUr program and strongly

it?

How could this be'imprbved?

O

5. What changes would you like to see in the place your program. holds

within the school environment?

138
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PROGRAM IMPROVEMENT OUETIONNAIRE

Additional Comments, questions

4

_concerns., etc.

fl

a

\

139
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DECA

U,E ST I O'N N A. I R E ,

During the past several years there has been growth and development of the activity
in distributive education *called DEGA-Oistributive Education Clubs of America).
In order to further developjthe quality educational prog'r.ams that will be beneficial
to the students and schools; it is necessary to.know as much as possible about how
the students and, advisors view the activities. and functions of the organizatjon
DECA.

'This questionnaire is designed to produce some information in this area. We are
interested in YOUR BELIEFS regarding certain fUNCJIONS AND OPERATIONS. OF DECA. We

are very interested irk what you think, not what-you think other students or advisors

'think.

You will be asked for your opinions on a variety of situations and activities. Some

;0f.these may not apply to your, school, but we would like YOUR OPINION on them
anyway. If the particular type of activity is not undertaken by your organization,
then possibly your belief towards this-activity is not as strong.

HERE ARE THE ANSWERS TO CHOOSE FROM

.1- STRONGLY DISAGREE 2-DISAGREE 3-UNDECIDED 4-AGREE ,5- STRONGLY AGREE

pemember, there are no right and wrong answers. Choose the answer which is
appropriate fair, you.

DIRECTIONS: At the right of each statement, circle a number from 1 through,5,
thereby indicating yopr extent of agreement or disagreement with the.
statement. READ THE STATEMENT CAREFULLY. It is important that you
indicate your true extent of agreement.

SD D U A SA

1. All regularly enrolled distributive education students should
automatically become members of the local DECA chapter. 1 2 -3 4 5

2. The employee-employer banquet should:;be a high priority function
of the local DECA chapter.activities. 1 2 3 4 5

3. The DECA advisor' should meet frequently on an informal basis, with
the school curriculum director, vocational director, or principal
to discuss the value of the club activities. 1 2 3 4 5

4. The DECA chapter should present an annual assembly program to the
sophomore students to inform them of the-functions and operations
of DECA. 1 2 3 4 5

5. Expenses for materials and supplies for DECA contests should be
provided for the students through the school budget. 1 2 3 4 5

6. There should be at least one regularly scheduled meeting per month
of the advisor and DECA members. 1 2 3 4 5

140



7. Students enrolled in the distributive education program-should b
vocationally, oriented students onlY, rather than college bound
students.

8. An. advisory committee of businessmen and community representatives
should be selected to work with the local DECA club.

The DECA advisor should submit the chapter's plans for the year's
activities to the business education department chairman.

10. Chapter or club activities should be a part of the tegular
c----"Njstributive education classroom work.

11. The local club should regularly prepare a local chapter school
newsletter for distribution to members,-other students, and

12. Oapter,members yho are regional contest winners should receive
financial support to attend the,statewide conference.

13. Regular announcements regarding the activities of DECA should be
. . made over the school public address system.

14. A guidancecounselor, curriculum direct6r, vocational director, or
principal'hould be fnvited.to speak to the chapter members each
year. .

15. Distributive education courses should also be offered on an
"elective" basis to all students.

16. A regular schedule of DECA displays should be setlup periodically
within the school and the community to promote DECA:

17. An initiation and installation ceremony for new members and
officers shOuld be an annual function of the local club.

18. Associate and honorary DECA memberships should be given to
deserving recipients from business and the community.

. '19. The DECA advisor should teach.merchandising'students as part of
his school assignment.

130

SD D U A SA

1 2 3 4 5

1 2 3 4 5

1 2 3.4 5

4 5

12345

1 2 3 4.5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5,

1 2 3 .4 5

i 2 3 4 5

1 2 3. 4 5

1 2 3 4 5

20.- The chapter members should be given4Lufficient in-class time to
prepare for local; state, and/or national competitive events and
contests. . 1 2 3 4 5

.

21. The chapter should regularly provide information to the local
media (newspaper, radio, television) reg-arding the DECA activities
and functions. 1 2'3 4 5

22.. DECA meetings should be held during a distributive education
classroom period. 1 2 3 4 5



23. The local DECA chapter should present a program to the local

. chamber of commerce or merchants, service, or other civic
organizations during the school year._

24. Each-officer of the local club should be employed in a related
distributive occupation during his. te in office.

25. The DECA.advisor should receive reimbursement (additional pay) for
the time he spends after school hours for DECA.

26. All chapter members should be required to attend the local,.or
regional contest program held prior to the state conferente.

27. An amount of time should be scheduled to discuss DECA functions
and operations during regular distributive education class
periods.

28. The club should present a program describing its activities to the

1S1
SA U A SA

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

12.345

)ocal Parent-Teacher's Organization (P.T.O.). 1 2 3 4 5

29. The loCal DECA adviser should recruit prospective distributive
education students from other parts of the school program in an
effort to build up the chapter.

30. At least two outside resource persons from the comMunity or.from
business should visit the local club each school year.

31. Officers for each school year should be elected near the end of
the preceding school year.

32. The DECA advisor should schedule meetings with guidance personnel
to discuss program objectives and activities.

33. The local school board should provide school funds to support
local DECA contest winners from its school to attend and compete
at the Annual Arizona Career Education Conference.

1 2 3 4 5

2 3'4 5

1 2 3 4 5

1 2 3 4 5

34. The classroom curriculum should be planned so that related contest .
events are reviewed and studied in class prior to local, regional,
and state contests. 1 2 3 4-5

.1 2 3 4 5

-

35. If there is more than one distributive education teacher in the
same school, the DECA advisor should be selected by the students.

36. Awards or appreciationtertificates should be given annually to
contributing faculty, business, and community leaders.

37. Prior to eactrtenera'( membership meeting,, the DECA advisor should
meet with the DECA officers for consultation and advisement.

38. Ideally, students enrolled in the distributive education program
should'be admitted on an application and interview basis.
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1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

.



39. The DECA president and advisor, guidance personnel, curriculum
director, vocational director, and the principal should meet early
in the school year to discuss objectives, operations, and
functions of the local DECA chapter.

40: The DECA advisor should be allotted release time to devote to
advisory duties and responsibilities.

. .

41. The distributive education coordinator, rather than the marketing
teacher, should be the faculty advisor to.DECA.,-

42. Selected club representatives should attend and pai-ticipate in the
Arizona Career Edubation Confeence each year.

1143. In distributive education co s, time should be,provided for
DECA members to work on various DECA projects.

44. All students should know and understand/ the DECA creed.

45. DECA activities should be recognized as, a part of .the total
educational program in distributive education.

46. DECA activities should teach members to serve as leaders and
'followers.

47. A goal of DECA should be to further promote education in marketing
and distribution which will have a direct effect on occupational
skills.

48. Distributive education students have common objectives and
interests in that each is preparing for a related career i
field of Marketing and distribution.

49. The local school ch.ipter should be the "show window" for'student
achievement and progress in distri:utive education.

t

50. DECA members should be given the( opportunity to. participate in
many activities designed to inst uct him to be not only a leader
but also a folloWer.

51. The club officers should be drawn from the senior merchandising
classes of distributive education.

52. DECA members should learn to recognize their obligations to the
community in which they live, and become involved in activities
aimed, at community betterment.

53. Participation at, special conferences and conventions should be
open to all students who receive the approval of the chapter
advisor.

4.3
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54. Each chapter member should have a general knowledge and
understanding of the duties and responsibilities of each chapter
officer.

133
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55. The faculty advisor should be responsible for instructing newly
elected officers in their duties and providing leadership training'
for the local members. . 1 2 3 4 5

56. College bound students should be encduraged to.enroll in at least .

oneondistributive education cobrse. '' 1 2 3 4 5

57. ,Vistributiveeducation should also be recognized as prepar-ation
for advanced study at the college level, as well as preparation
for job entry or advancemept.

58. Only non-college bound students should be enrolled in distributive
education. 1 2 3'4

1 i\,3 4 5

59. Theadvisor should provide contest participants from his chapter
with guidelin'es, adequate assistange, and class time for
competitive DECA activities.

. .

60. A local high.schdol chapter should fully finance its own.
operations.

61. State officer candidates should be juniors, rather than seniors,
- so that the eldWeslate will be high school (not college)

Students.

62. All distributive education merchandising students should be
required to be members of DECA.

JO
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FOR DECA CHAPTER ADVISORS ONLY

134

Directions: Ple se read each question carefully.
Select; the one answer Which

is the closest or which best describes your ansWei3ild place a,

check mark in the space provided. Do not'omit.Any puestions,.

a q
.r .

1. How many students are enrolled in the distributive
education courses In

.

your school?..

Under 15

16 - 25

26 - 50

51 - 75

76,- 100:

Over 100

.,

2. How many students- are currently' enrolled as members of DECA?

Under 15
51 - 75

16 - 25
76 - 100.

26 - 50
Over 100

sir
0

ay

3. What proportion of the distributive
education courses offered _you teach?

Less than half
More than three quarfer,s

Half to three quarters
All of the courses

4. ,
Including this year, how many years has the DECA chOtdr been in operation

in your school?

One

Two to three

Four to five

Six to ten .

Ov' ten

5. HOw many formally scheduled meetings or conferences do you usually have per

school year with the guidance department and/or with administrators

regarding the functions and operations of DECA?

None

One

Two

.Three or more

1.45
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How many Other D.E.,teachers instruct education classes

besides .yourself ?.

None

:Orte

Two

Three

Four or more

7. How' many' regional contest .winners did your chapter have' during the last

school year '(1973- 1974)? ,

None

One to two

Three to five

Six to ten

fleven or more

8. How many direct state contests. (no area eliminations) did your-students
enter at the last state'' conference?

None Six to ten

One to two Eleven or more

Threetolive
'/

9. 'What total number of contestants (area winners and direct entries ) did your
chapter enter, at the last state conference?.

None

One to two

Three to five

Six to ten

Eleven or more

Which of the following best describes the Population of the community in

which your high school is located?

A large city (200,000 population or more)

Suburb of a large city (within 25 miles)

Medium size city (50,000 - 199,000)

Suburb of amedium size city.(within 10 miles)

"A small city or large town

Small town and/or rural area

"145
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11. Does ur chapter haVe an advisory committee from the local community

'and/or local businesses?

Yes No

12. Which of the following bast describes the family economic background of'the
students enrolled in 'our ,school?

Very low incomes

Low incomes

Medium to low incomes

Medium'incomes

Above medium incomes

13. Which of the'following best describes the family economic background of the

students enrolled in distributive education and DECA?

Very low incomes Medium incomes

Low incomes Above medium incomes

Medium to low incomes

14. Approximately what percentage of the students in your school are non-white?

0% 26 - 50%

1 -10% 51 -75%

11 - 25% 76 - 100%

15. Approximately 'what percentage of the Students in distributive education. and

DECA are non -white in your school?

0% - 26- 501

1 -P10% 51 - 75%

11 - 25% 76 - 100%

16. Do you coordinate the co-op phase of the distributive education program?

Yes No

17. What is the ratio of girlsto boys in your distributive education program?

Indicate here
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18. What is the ratio of girls to boys in your DECA chapter?

Indicate here

.19. How many times has your local chapter or officers_ addressed the local
chamber of commerce, service club, businessmen's association, or other
civic-service clubs during the past school year?

Not at all ., Once , Two or more

20. Has your chapter been involved in other related civic activities this past
year?

Yes No

21. Approximately him many hours do you 'regularly spend per week (excluding
contest preparation) directed towards DECA activities outside of the
classroom periods?

One hour Six" t8 ten" hours

A Two hours - Over ten hours

Three to five hours

22. What percentage of your D.E. students are bound for further education after
high-school?

11 - 25%

26 - 50%.

Over 50%

23.. Approximately how many hours do you spend per week dUrixig contest
preparation time, outside of the regular classroom period?

One hour

Two hours

Three to five hours

Six to ten hours

Over ten hours

148

6

. .

S

O



rt
.242 Approximately how. much, Conference- time' do yoy. spdhd

DECA officers in advisor-officer meetingit

None

Once a week,

25. Male

26. Including this year,

One

Tw6

Three -

Four

1

a

4

,

Once .a 'month

Other (specify)

Female

138

with your. full slate .1:if*

4

.

,

how many yer s filave yoti been a "DECA advisor?

0

-00

Five

Five to ten

Ten and above

.4 4r

' 4

,
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DECAh
STUDENTS - ABOUT YOURSELF

139

Directions: ..Please read each question carefully. Select'the appropriate answer
for you and place a check mark in the space pro44ied. Do not'omft

any questions.
,

1. Whatwas your age at the beginning,of this school year?
i.

18years

Over 18

Under 16

16 years

17 years

2. What i your sex? .

Fema144& Male

e

'3. Including this as as one, how many ye4rs have you been -a member of pw7:,

None One Two

4. Including this year as one, how many yeArs have you been enrolled in
distributive education?

In first year Two years

*5. :Did yOu have any previous knowledge of or acquaintance with distributive
education and/or DECA before your enrollment in D.E.?

Yes I 119

=6. Did anyone provide you with information about distributive education or
DECA before your enrollment in.D.E.?

Yes No

Z. (Answer only if you-answered item 6 "yes .a') Which of the following was

your main-source of information. about distributive education?

Friends-stuilent

coordinator

'Other (specify)

, Family ,

Assembly

Guidance

Publicity b

.2



. What .is Your career goal? . (Example: buyer, retailer, manager)

Iridicate here

/-
'140

Including this year, how many business subjects other than. D.E. have you

taken? (Note: Iaclude subjects in Junior High School. COnsider a half
.

..

year subject as one:)
.. ,

None. 1,

3 4 or more

, I

10: Are you. currently employed,in a'distributive occupation? (Example,:

retailing, service).

Yes'

,

1 "WaS 0
dis

Yes

CA.one'of t factors that influenced yoU in deciding to enroll in
butive education?

No Not sure

,L.

'v 12. To what degree do you --feel you are committed to a future fn distribution
, .

None . Fairly
I.

Slightly'4- Highly''

13. Are,yotyplanning to attend college -after high school graduation?

Yes No Not 'sure

1

151

-



Background

Distributiye EduCation is a public school program of.instruction which

enables those enrolled to learn about marketing and distribution. In -

addition, the Distributive Education'program aids injmproving the

tediniques of distribution and creates ah.understanding of how marketing'

and distribution fits into a free competitive society. Upon completion of

training students enrolled in Distributive Educationprograms are employed

in the field of marketing-apd distribution.

BUSINESS COMMUNITY QUESTIONNAIRE

14

There-are basically three levels of study in Distributive Education.

They include:

1. High School Distributive'Education (llth'and 12th grade)

2. Community College Middle- Management - Distributive Education

1. Adult Distributive. Education (usually,for retraining, or supplying

additional training)

Each of-the above programs is aimed at different entry level jobs in

marketing and:distribution

this study focuses on the currio0111m taught within the high.school
Distributive Education program. As a businessperson working within the
field of matketing:and distribution, your feedback is extremely, important

to this study. Our main-goal:in this, part of the study will be to secure -

opinions from representatives of the business community. We Are attempting

to determine what should be taught at the high school level of Distributive

Education sothat the program will achieve. its goals, to. prepare young

people for entry level Positions-and for careers in,markettng and distribu-

tion. .

e
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Business Community Questionnaire

A. -Pie following is a list of topics and- sub- topics that are often taught.
within a high school distributive education curriculum. Please place
a check mark ( in the column'where in your opinion the main topic
(i.e., Adiertising) can best Abe learned. In some cases you may find
it necessary to check both columns. Then rank the sub-topics according
to their importance as you see them in a high school DE program of

# instruction.e
Best,Learned
on the Job .

Best Learned
in the Class-
room

e
. Advertising

History of

Purpose of

'Types of advertising media

, The retailer and advertising

Principles involvechin preparing of an ad

Other - Please specify
-o

'2. Business Organization and Ownership

Forms of ownership

Legal aspects of distribution

Types of stores

Store organization

History of distribution and free enterprise

l' Other

153.



Best Learned__
on the Jok-

Best,Learned
in tie Class-
room

O

0
O

3. Busi.nes Services

Cr dit

'Credt Bureau

Methods of collection

Banking

Bookkeeping

Other

..

144'

4." Economics of Distributiort

CoMparison of economic systems

Laws of supply and demand

Nature of. Free Enter'prise System

Business cycle'S

Study of stock market

Other

5. Human Relations ,

Communicatidds,

'Leadership techniques

Moti'Vation

Decision Making. ,,

.4\

Getting along with others .

Cfher



Best Learned Best Learned
on the Job in the Class-

room

:

' Merchandising

Study of the buying functions

Receiving, checking, marking.merchandise

Store locati,on, layout, and equipment

Market research

Store operations and management

Other

,)

7. Merchandising Oath

Cash register training

Making change

,Mark up and mark down

Basic arithmetic

Inventory. Control

.

Other

8. Sales Promotion

Definition and purpose

Factors in successful sales promotion

Types of$sales promotion

promotion campaigri

Do a sales promotion

Other

1 55
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Best Learned
on the Job

Best Learned
in the Class-
room

. Salesmanship and Merctandise Information

Prospecting and customer analysis

Product knowledge

Steps in selling process

Suggestion selling

Sales demonstrations and critiques.'

Other' v4,1.

0

14&

10. Visual Aerchandiiing

Importance of display,

Design principles,

ti

Window display.,

Interior display

Other

11. Other

B. Place the fallowing subjects in order of importance as they should be taught

in the High School, D.E. program:

Advertising Salesmanship and Merchandise

Information

BusinessOrgariization and ownership

Business Services Visual Merchandising

4

Economics of Distribution Other

, Human Relations

Merchandising

gerchandising Math

Sales Promotion
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1% If yo1J have further information or comments that you can pass on to make the
Distributive Education program at the high school level more effective in
meeting the needs of the business you represent, please do so in the space
provided below.

S

FJ
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